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Studio camera focuses on Harvey Lumber Co. television principals, Dr. Fixum, left, and Announcer Ed Prentiss. 
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You, too, can profit by INSULITE Leadership 












“We gave 350 families better 
constructed homes at lower cost by using 
we Bildrite® Sheathing" 


MONROE WARREN, Sr. 
President, Meadowbrook, Inc. 
A leading Washington, D. C. 
builder for 30 years. 













































































Publ 
Edit. 
Man: 
Feat 
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Farm 
Cireu 
Monroe Warren, like thousands of other leading builders, has 
learned the meaning of INSULITE leadership Adve 
through actual experience. Here's Sal 
: ae es 
his story —in his own words: 
Classi 
“Gentlemen: We know and appreciate the mg 
advantages of Bildrite Sheathing, for we yt 
have built more than 350 homes since we Clevel 
started using it. As reputable builders, we io 
use only the highest quality materials; but 5-45 
we are always looking for economies, at no Seatt] 
sacrifice in quality. Our search led us to Ellie 
Insulite. Chicag 
Because it is stronger and more economi- Pror 
cal, we use Bildrite instead of wood sheath- Clar 
“se ing. We store it on the job, where it is Atlant; 
E. C. Burgdorf, Meadowbrook’s exposed to the weather for weeks at a time. Yet, due to crest 
Construction Superintendent Insulite’s leadership in developing a tougher, more rigid 
board that is really water-proofed throughout, we have 
had absolutely no losses due to warping or buckling. 

Mr. E. C. Burgdorf, our Superintendent of Construc- 9 Membe 
tion, points out that the ease of handling Bildrite Sheath- Associa 
ing on the job enables us to ‘close in’ houses faster, and ff py)... 
substantially save on labor costs. ERMAN 

With hundreds of thousands of feet of trouble-free «se ieee? 
to back our judgment, we definitely prefer Insulite — an pent an 
will continue to specify it on our new jobs. M. Kun 

Sincerely, soma 
Monroe Warren, President versal 
MEADOWBROOK, INC.” hist cs 
availab 
Old as w 
More and more builders are learning about INSULITE'S leod receiv = 
‘. : . Vance 
iii iii ship .. . how it means extra quality and advantages—yet saves the Congr: nt 
— money. This tremendous acceptance among builders—nationv™ .\.. 
TNNESOTA ANS SUTARIS PAPER COMPANY —is bringing greater profits to INSULITE dealers everywhere. PRODUC 
MINNEAPOLIS 2, MINNESOTA . , , er wy 
Are you profiting from INSULITE'S leadership? See your INSUL Estabishe 
distributor, or drop us a card. Second-clag 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
Editors. 
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“HAS WON NATIONWIDE POPULARITY b: 


Strand’s new 9’ x 7’ Receding (track- 
type) door meets the big need for a 
handsome, durable, low-priced door for 
wider garage openings—to accommo- 
date today’s wider cars! So— it isn’t sur- 
prising that this door has met immediate, 
national acceptance. Builders have been 
quick to see how they can give their 
customers tremendously greater value. 


The cost of this larger 9-foot door 
(over a door only 8 feet wide) is negli- 
gible—factory list price is only $7 more. 


Strand’s horizontal lines add new 
beauty to the garage. Rugged new X-type 
steel bracing adds to the great strength 
and rigidity of the one-piece all-steel 
door leaf. Strand doors are galvannealed 
—with a heavy galvanized zinc coat for 
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STRAND’S NEW, 9-FOOT DOOR 


> 


rust protection—oxidized to provide an 
excellent base for paint; no priming coat 
needed. 


The one-piece door leaf eliminates 
time wasted in field assembly of doors. 
Hardware, too, is factory assembled and 
packaged—and installed with simple 
tools. You save plenty of time on 
installation. 


Strand doors cost you less—the logical 
result of standardizing big volume pro- 
duction. Strand doors are available in 
the following types and sizes: 8’ x 7 
Receding (track) and Canopy; 9’ x 7 
Receding (track) only, but will also be 
available in the Canopy type after July 
15, 1951; 16’ x 7’ Receding (track) only. 
Order from your jobber, or mail coupo 
for information and jobber’s name. 
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ALABAMA 
BIRMINGHAM 
Birmingham Sash & Door Company 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Glass Company 


ARKANSAS 
LITTLE ROCK 
Southland Bldg. Products Co. 


COLORADO 
DENVER 
C. A. Crosta, Inc. ° 
Denver Reserve Supply 
GRAND JUNCTION 
The Biggs-Kurtz Company 


CALIFORNIA 

FRESNO 

Building Material Distributors, Inc. 

California Builders Supply Company 

Kendall-Addington Company 

Pacific Coast Aggregates, inc. 
HAYWARD 

Pacific Coast Aggregates, Inc. 
OAKLAND 

California Builders Supply 

Pacific Coast Aggregates, Inc. 

Wholesale Builders Supply 
SACRAMENTO 

Building Material Distributors, Inc. 

California Builders Supply Co. 

Pacific Coast Aggregates, Inc. 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 


DISTRICT OF COLUMBIA 

WASHINGTON 

Contact Detroit Steel Products Company 

District Office 

FLORIDA 

JACKSONVILLE 

Huttig Sash & Door Company, Inc. 
an MIAMI 








-oat Huttig Sash & Door Company, Inc. 
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ATLANTA 
ates Addison-Rudesal Company 
ors. MACON 
Binswanger & Company 
= McNair Lumber & Supply Co. 
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BOISE 
Morrison-Merrill & Company 
ical MPOCATELLO 
yrs Morrison-Merrill & Co. 
le in ILLINOIS 
7 CHICAGO 
a Reserve Supply Coop. Corporation of 
x 7 Chicago 
: EORIA 
sO be 
A. 
' July Lucas & Sons 
only. INDIANA 
: VANSVILLE 
oupo Indiana Wholesalers, Inc. 
ne. INDIANAPOLIS 








Building Materials Service Division 
Capito! Paper Company 

SOUTH BEND 

E.R. Newland Company, Inc. 












AND GARAGE DOOR DIVISION 


2250 E. Grand Bivd., Detroit 11, 
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IOWA 
BURLINGTON 
C. D. Barngrover 
DES MOINES 
Lemke Builders Supply Company 
WATERLOO 
Zierath Builders Supply Company 


KANSAS 
WICHITA 
Wichita Building Material Company, Inc. 


KENTUCKY 
LEXINGTON 
E. H. Straus Company 
LOUISVILLE 
Huttig Sash & Door Company, Inc, 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
BATON ROUGE 

Baton Rouge Sash &.Door Works 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork Manufacturing Company 
NEW ORLEANS 

Cole Manufacturing Company 


New Orleans Sash & Door Company, Inc. 


SHREVEPORT 
Allen Millwork Manufacturing Co. 


MARYLAND 
BALTIMORE 
Central Building Supply, Inc. 


MASSACHUSETTS 
BOSTON 


Contact Detroit Steel Products Company 
District Office 


MICHIGAN 
DEARBORN - 
Smith-Orr Company 
DETROIT 
R. L. Taylor, Inc. 
GRAND RAPIDS 
Porter-Hadley Company 


KALAMAZOO 
Miller Sash & Door Company 


MINNESOTA 
ST. PAUL 
F. |. Products Company 


MISSISSIPPI 
JACKSON 
Allen Builder’s Supply Company 
Jackson Sash & Door Company, Inc. 


MISSOURI 
ST. LOUIS 
Huttig Sash & Door Company, Inc. 
SPRINGFIELD 
Farm Home & Supply Company 


MONTANA 


BILLINGS 
Building Specialties Company 


NEBRASKA 
HASTINGS 


Hansen Building Specialities, Inc. 


NEVADA 
RENO 


Flanagan Warehouse Company 





NEW HAMPSHIRE 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
JERSEY CITY 
Atlas Steel Products Company 
Engler Millwork Corporation 
Jersey Millwork Corporation 


NEW MEXICO 
ALBUQUERQUE . 


New Mexico Company 


NEW YORK 
ARDSLEY 
White Wholesale Millwork, Inc. 
BRONX 
Julius Fehrlein, Inc. 
BROOKLYN 
Herb Helmus Hardware Corporation 
Metropoiitan Millwork Company 
Parshelsky Brothers, Inc. 
BUFFALO 
Eugene F. Lerch Company 
LONG ISLAND 
Sturtevant Millwork & Lumber Corp. 
Empire Millwork Corporation 
Northern & Willet Pt. Blvds., Corona 
Universal Millwork Company 
Jericho Turnpike & Sherrill Lane, 
Floral Park 
Sorries Supply Company 
Royal Glass Works Corporation 
Becker-Danowitz Company, Inc. 
American Millwork Company 
Nassau Terminal Rd., New Hyde Park 
ROCHESTER 
Gordon Motor Parts, Inc. 
Munroe Builders Supply Company 
SYRACUSE 
Saltpoint Supply Corporation 
YONKERS 


Octavius Leon, Inc 


NORTH CAROLINA 
CHARLOTTE 
Huttig Sash & Door Company, Inc. 
GREENSBORO 


Binswanger & Company, Inc. 


OHIO 
CINCINNATI 
Acme Sash & Door Company 
CLEVELAND 


Contact Detroit Steel Products Company 
District Office & Warehouse 


COLUMBUS 

Huttig Sash & Door Company, Inc. 
DAYTON 

Dayton Sash & Door Co. 


WARREN 
Ohio Glass & Sales Company 
OKLAHOMA 
ENID 


Long-Bell Lumber Co. 


OKLAHOMA CITY 
Long-Bell Lumber Co. 


OREGON 
PORTLAND 
C. E. Sand Plywood Company 
PENNSYLVANIA 
PHILADELPHIA 


Contact Detroit Steel Products Company 
District Office & Warehouse 


PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse 


RHODE ISLAND 
PROVIDENCE 
E. A. Gillerin Company 


Mich. 


openings. 


SOUTH CAROLINA 
COLUMBIA 
Binswanger & Company, Inc. 
FLORENCE 


Binswanger & Company, Inc. 


TENNESSEE 

KNOXVILLE 

Huttig Sash & Door Company, Inc. 

Wilson- W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, Inc, 

Nashville Sash & Door Company 


TEXAS 

AMARILLO 

The Long-Bell Lumber Company 
AUSTIN 

Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company 
EL PASO 

Booker-Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 
HOUSTON 

Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 


UTAH 
SALT LAKE CITY 
Morrison-Merrill & Co. 


VIRGINIA 

BRISTOL 

Bristol Steel & Iron Works 
DANVILLE 

Binswanger & Company 
NORFOLK 

Elco Lumber Company, Inc. 
RICHMOND 


Binswanger & Company, Inc. 


WASHINGTON 

SEATTLE 

Puget Supply Company 
SPOKANE 

Jensen-Byrd Company 

Lumbermen’s Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 


Aves Millwork Company, Inc. 


WEST VIRGINIA 
CHARLESTON 


Charleston Hardware Company 
Oscar F. Henry Company 
West Virginia Steel Corporation 


WISCONSIN 
MILWAUKEE 
Jackson & Foster 


® 
CANADA 


ONTARIO 
SARNIA 
Belton Lumber Company, Ltd. 
TORONTO 
Edmund Hind Lumber Company, Ltd. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products 
Dept. AL-6, 2244 E. Grand Blvd., Detroit II, 


Please send full information about Strand All-Steel 
Garage Doors for 9 x7’, 


Com 
Biva. Mich. 


8’ x7’ and 16’x7’ 
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<q, Oua-laps* fit over any sidewalls 
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Sateen, 





Regardless of what siding material is 
on the house now, Dua-Laps will fit. 
Just apply over composition materials, 
lap-siding, or any wood exterior. Use 
stripping for asbestos or stucco sur- 
faces. Exceptional flexibility permits 
each shingle to hug warping, aging 
walls and seal off every nookand cranny. 

















just one reason why 


Genuine Dua-Laps are made only of 
certigrade straight-grain red cedar, 
with durable finish baked on by infra- 
red. Avoid that patched up, “made 
over” look. Use the same material for 
remodeling old homes that is specified 
by architects for higher priced new 
homes. Remodel with Dua-Laps! 





a 














Dua-Laps are best for remodeling | 
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WASHINGTON REPORT 





Building prospects for the year, taking everything 
across the board, are supposed to be pretty big 
stuff. But this estimate has so many ifs and 
perhapses that a lot of light-construction 
people don’t know what to make of it. Want to 
set up as a soothsayer? Here’s some raw mate- 
rial for you. 


The Departments of Commerce & Labor, for ex- 
ample, tell us the investment in all kinds of new 
construction, light and heavy, has been running 
high. During the first four months of ’51 it was 
twenty percent above the figures for the same 
months of 1950. 


This report encourages some people in our indus- 
try to believe the whole year is going to follow 
this early pattern. Maybe so. Quite a lot of 
men who have been hitting the target are play- 
ing it that way. But there’s something odd 
about those four months. 


Home building, in which of course we’re especially 
interested, weighed in, during the first three of 
these four months, with an enormous number 
of new starts. But in April there was nothing 
that could be called a seasonal increase. In 
fact the April figures were a third below those 
for April of 1950. 


And the lumber market, like Little Mary, wonders 
what makes it feel so queer. 


Sawmill production has been running high; and 
of late it has been hitting the highest level it’s 
reached for almost a year. Orders and ship- 
ments have been less than production; so prices 
naturally have jiggled down a little. - 


Some analysts, pointing to the failure of April to 
produce the usual percentage of seasonal ad- 
vance, lay the blame on government credit con- 
trols. They think this also explains the fact 
that sawmill lumber orders and shipments are 
not keeping up with production. 


Well, maybe: But lumber production in ’51, up to 
now, is said to be fourteen percent above the 
1950 rate. That’s a lot of extra boards. Also, 
mill orders are supposed to be running only 
six or seven percent below current production ; 
which would indicate that somebody is still do- 
ing some fairly stout buying. 


The big output at the mills has had a few special 
urges behind it. First, good production weather 
in the Pacific Northwest. Second, pretty heavy 
retail buying through the winter; partly in 
anticipation of large trade, partly as an inci- 
dental hedge against inflation, partly to replace 
stocks depleted by last year’s building boom. 


There are few retail inventory formulas, these 
days, that mean much; since the things have to 
be fixed up to match the expected volume of 
Sales. Six fence boards and a bundle of lath 
would be excessive if you didn’t sell anything; 
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and a million feet would be too little if you 
were building a new town. 


The following figures are not exact, since there’s 
no certain way of checking them; but some 
leaders of our industry think that retailers, 
beginning with their low inventories at the close 
of the ’50 building season, have since added 
about thirty percent to their lumber holdings. 


A good many dealers, worried by the Federal 
credit and inventory rules, have been working 
off their yard stocks, more or less; buying only 
to keep their holdings in balance. 


Living out of the retail pantry has doubtless had 
an effect upon mill sales. But it’s smart to 
remember that earlier statement about produc- 
tion being up by some fourteen percent, while 
orders have been trailing by only seven percent 
or a little less. And this page has been told that 
most retailers don’t worry about full inven- 
tories; expect to need them. 


FHA and VA loan applications, the first three 
months of ’51, weighed in with a decline. Some 
fifty percent fewer housing unit applications 
came in than were filed during the first quarter 
of 1950. But these applications are on the in- 
crease. March was higher than average, and 
April figures were apparently higher than 
those of March. So there’s talk in Washington 
of tightening housing credits some more. 


All these comments, sure enough, seem to run rap- 
idly in all directions; and you can use them to 
“prove” about anything, at least in regard to 
speculative buying. But here’s an item pointing 
toward a different factor; one likely to be of 
more importance even than guessing future 
wholesale prices: 


The Federal Reserve has taken a poll of con- 
sumer buying plans; has discovered that about 
the same number of people this year as last are 
hoping to buy new houses. But the 51 prospects 
are less confident of being able to buy. Two 
special road blocks; fear of more credit restric- 
tions, fear of low quality. 


Salesmanship: Convincing customers of continued 
quality and value is a selling job; and so is the 
matter of helping them through the maze of 
Federal regulations. These things involve 
added services to protect the buyers’ interests. 
They also involve honest and explanatory ad- 
vertising. 


Salesmanship is coming to be a matter of mount- 
ing importance and will continue so even when 
the rising tide of military spending sets off a 
new boom in civilian goods. Salesmanship is 
not the specialty of this age; but we’re told 
the industry is about to meet up with some 
tough people in neighboring and competitive 
mercantile fields. Hence salesmanship is the 
important word. 
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The locks preferred 
There’s a Corbin lock for every cabinet 
by better craftsmen! purpose. And sales figures i that 


amateur and professional craftsmen 
who take the most pride in their work 
prefer to “lock up” their jobs with 
locks of Corbin quality! 


CABINET LOCKS 


You'll make more profit from your 
sales of cabinet locks if you sell 
CORBIN Cabinet Locks. Your Corbin 
jobber will be glad to suggest a 
minimum stock that enables you to 


CORBIN CABINET LOCK Division satisfy every demand.: 


The American Hardware Corporation 
New Britain, Conn. 
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NEWS BRIEFS 









Current softness in the lumber market reflects 1) unusually 
heavy first-of-the-year inventory buying at the retail level; 2) 
heavy mill production; and 3) fewer house starts the past six 
weeks. Inventories have a way of disappearing in a hurry this time 
of year. Once inventories are cut back demand will once again eat 
into mill production figures. And there are already signs housing 
restrictions will be eased—probably area by area. 


* * 2 


We’ve reported all this before. But it points up the fact any 
softness in the lumber market is pretty temporary—an adjustment 
and perhaps a squeezing out of any water that exists. Even if de- 
mand should slacken, production costs in the woods and at the 
mills prohibit long term price reductions of consequence. 

















































The freight-car shortage continues to be the bog spavin on the 
long-haul shipping facilities of this industry. The Interstate Com- 
merce Commission has issued Revised Service Order No. 876, to 
require the loading of lumber in freight cars in a manner to utilize 
the full capacity of the cars. 


* * * 


Order No. 876 is pretty long; but the important changes are 
in paragraphs (a)(2) and (a)(3). First, the car must -be loaded 
to full visible capacity but not to exceed the load limit; and, 
second, if the car is to stop off to complete the loading, it must 
leave the first loading point with half or more of the marked 
peo of the car used, and it must leave the stop-off point fully 
oaded. 


* * 


The NRLDA makes no objection to this ICC order; feels the 
action is warranted because of the over-all car shortage. The in- 
dustry was consulted before the order was released. A similar 
order covers grain shipments; and other orders are to follow. 


* * * 


* 










When the wheat crop starts to move, the lumber industry is 
likely to collect another sad bash in the transportation department. 
This page understands the railroads have given the southwestern 
wheat growers the tidings that they’re expected to store a plentiful 
lot of the crop on the ground. We’re likely to share the grain 
growers’ lack of haulage space. 


* * * 


_ _ Houses costing $35,000 or more: Washington leaders of the 
industry have been surprised by the number of inquiries coming in 
about methods of getting permission to build these big fellows. 
It looks as though quite a number will be built, with government 
approval. Rumor is that rules will be changed a little. Uncle isn’t 
interested, at least not in the first instance, in how much the things 


sa but he is touchy about how much material is used in building 
em. 
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* * * 


_ The Defense Production Act, due to expire June 30, probably 
will be extended for a while as it is; to give Congress a little more 
time to overhaul it.’ Veteran news men think the Act isn’t likely 
to be tightened much, if at all, in its final form. There isn’t much 
chance that Congress, fascinated with investigations, will get 
around to act like a legislative outfit; at least not in June. 


* * * 


Hardware items: The Office of Price Stabilization has an- 
nounced that strictly “hardware” items remain under the General 
Ceiling Price Regulation; don’t come under Ceiling Price Regula- 
tion 7. These items include such things as nails, screws, nuts, 


bolts other shelf hardware, carpenters’ tools, electric notions and 
Ope, 
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Plywood Industry Hopes 
to Meet Civilian Needs 


With production of Douglas 
fir plywood expected this year 
to run 10 percent over last 
year’s record breaking two and 
one-half billion feet, the indus- 
try’s leaders have expressed the 
belief civilian needs are on a 
fair way to being met. 


0. HARRY SCHRADER 


O. Harry Schrader, manag- 
ing director of the Douglar Fir 
Plywood Association, concurred 
in these views at the annual 
meeting of the plywood group, 
held May 23-24 at Gearhart, 
Ore. He explained that approx- 
imately two billion feet of the 
Douglas fir plywood produced 
in 1951 will find its way in pri- 
vate building and civilian uses. 
This means half a billion 
feet of plywood will be reserved 
for government uses. This is 
in line with a recent order that 
twenty percent of production 
be set aside for the government. 

Schrader presented to the 250 
coast plywood manufacturers 
present a long range promotion 
program for the industry to 
further expand the uses of ply- 
wood. 

Arthur A. Hood, editor, Amer- 
ican Lumberman, was one of the 
principal speakers. Mr. Hood 
presented the results of a ques- 
tionnaire circulated among the 
retail lumber dealers to discover 
how they felt about the plywood 
industry ; how the industry could 
improve its products, distribu- 
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tion policies, price structure and 
sales promotion and advertising. 

John Snyder, secretary of the 
treasury, another program 
speaker, said the United States 
will underwrite the current de- 
fense program on a “pay-as-you- 
go” basis. 

Charles M. Duecy, treasurer 
and general manager, Menasha 
Plywood Corp., North Bend, 
Wash., was elected president; 
J. P. Simpson, vice president 
and general manager, Buffelen 
Manufacturing Co., Tacoma, 





\ New Feature 
“What’s YOUR Answer?” Test 
your merchandising knowledge by 
answering 10 questions taken from 
the current issue of American 
Lumberman. Turn to Page 24 for 
the quiz. 





was elected treasurer. Trustees 
elected were: S. R. Black, 
Olympia, vice president Georgia 
Pacific Plywood Co.; J. H. Gon- 
yea, Tacoma, president and 
general manager, Wheeler-Os- 
good Co.; Einar Erickson, gen- 
eral manager, Peninsular Ply- 











band saw in one of the 
fF mills is shown ripping 
k timber. Modern equip- 
as this, in all STEWART 
e of the reasons we can 
Best Hardwood comes 
ART.” 


PHONE 3-51374"" 





From the vast STEWART forests we select 
only the choice oak and pecan timber for 
making STEWART Hardwood Flooring. !t 
is processed in one of seven STEWART 
mills and finished in the STEWART plant— 
the newest and finest in the South. From 
forest to you it’s STEWART all the way! 
The STEWART fleet delivers to most points 
in the Mississippi valley. For a depend- 
able and permanent source for top quality 
hardwood flooring remembet to call us. 
Your order will be loade@*and graded to 
rigid NOFMA requirements. 


E. A. STEWART LUMBER COMPANY, INC. 


KILN DRIED HARDWOOD DIMENSION” goe®”HarDwoop FLOORING + 


HARDWOOD TIMBERS 
TEXARKANA, U.S.A. 


ae 





wood Corp., Port Angeles, 

Wash.; Harold R. Jones, pres- 

ident and general manager, 

— Veneer Co., Lebanon, 
re. 


Ponderosa Pine 


Millwork Officers 


F. E. Bissell, Jr., of Carr, 
Adams & Collier Co., Dubuque, 
Iowa, was elected president of 
Ponderosa Pine Woodwork at 
the Association’s recent annual 
meeting. Arthur H. Mohring 
of Edward Hines Lumber Co., 
Chicago, Illinois, was elected 
vice president. Other new of- 
ficers are J. D. Rowland, An- 
dersen Corporation, Bayport, 
Minnesota, secretary; Leonard 
G. Carpenter, The McCloud 
River Lumber Co., Mnneapolis, 
Minnesota, treasurer and D. G. 
Pilkington, general manager. 


Directors were elected as fol- 
lows: F. E. Bissell, Jr., Carr, 
Adams & Collier Co., Dubuque, 
Iowa; William J. Burns, Long 
Lake Lumber Co., Spokane, 
Washington; Leonard G. Car- 
penter, The McCloud River 
Lumber Co., Minneapolis, Min- 
nesota; George M. Curtis, Cur- 
tis Companies, Inc., Clinton, 
Towa; Paul W. Curtis, J. Neils 
Lumber Co., Minneapolis, Min- 
nesota; E. W. Donahue, The 
Wabash Screen Door Co., Chi- 
cago, Ill.; L. L. Gibson, The 
Long-Bell Lumber Co., Kansas 
City, Missouri; A. J. Glassow, 
Brooks-Scanlon, Inc., Bend, 
Oregon; F. A. Hoerner, Rock- 
well Sales Corp., Chicago, IIli- 
nois; A. B. Hood, Ralph L. 
Smith Lumber Co., Anderson, 
California; Walter S. Kennon, 
Pickering Lumber Co., Stand- 
ard, California; Arnold Loets- 
cher, Farley & Loetscher Mfg. 
Co., Dubuque, Iowa; Arthur H. 
Mohring, Edward Hines Lun- 
ber Co., Chicago, Illinois; M. 
P. McCullough, Alexander- 
Yawkey Lumber Co., Chicago, 
Illinois; T. L. O’Gara, Weyer- 
haeuser Sales Co., St. Paul, 
Minnesota; A. W. Olson, Mis 
soula White Pine Sash Co., Mlis- 
soula, Montana; H. F. Root, 
Anaconda Copper Mining ©o. 
Bonner, Montana; ‘J. D. Rovw- 
land, Andersen Corporation, 
Bayport, Minnesota; Frank 
Stevens, Ideal Company, W::c0, 
Texas; R. C. Winton, Winton 
Lumber Co., Minneapolis, Mir 
nesota. 
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|| | |PRESSURE SEAL Double Hung | 
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.(WITH REMOVABLE SASH) 
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g 2. Sash Lift Out Easily. No counterbalancing attachments between sash — 
e and frame. No stops to remove. 
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M. BUILDERS LIKE IT... Homeowners 
der- like it...this revolutionary double 
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ul, a millwork distributor or write us for 
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Telephones 


DOUBLE END 
TRIMMED 
DOUGLAS FIR 


A view of the modern, auto- 
matic precision trimmer in 
operation in “our plant. 


GRADE STAMPED .. . 
Shipped Ahead of Time 


This is our policy and we know 
you will like it. 


Specified lengths and widths of 
standard green fir precision 
trimmed dimension, boards and 
small squares is our specialty. 


Air King's prompt, dependable 
service _~ than promised) 

ity manufactured lum- 
ber are constantly increasing 
our family of satisfied custom- 
ers. Let us know your require- 
ments today! 


MANUFACTURING 


CORP. 


W Be fotde PL @)d-te (oye! 


— Portland Line CH 3330 
or Tigard 6161 














Housing Starts Comparison 


1951 1950 
BO ae 87,000 78,700 
February ........ 80,000 82,900 
eee 93,000 117,300 
Ist Quarter ...... 260,000 278,000 





Brick Production 


Production of brick and tile 
greatly increased during the 
first quarter of 1951, according 
to C. Forrest Tefft, President 
of Structural Clay Products In- 
stitute. 

“Shipments of brick during 
this quarter were up 30 percent 
over last year, indicating a 
strong demand when the build- 
ing season started in the 
spring,” Mr. Tefft said. “Out- 
put of brick was 28 percent 
higher than last year during 
this same period. Total produc- 
tion of brick in 1950 reached 
six billion, more than any year 
since 1930. 

“Structural clay tileshipments 
were 13 percent higher during 
the first three months of 1951 
than in the same period of 1950. 


Market Centers 


SEATTLE—Fewer homes are 
being built in this city but their 
average cost is 10 percent great- 
er, the city’s building depart- 
ment reports. In April permits 
for 196 new single residences to 
cost on an average of $11,551 
were issued. 

Lumber and shingle demand 
has lessened from domestic 
consumer sections due to im- 
pact of home building restric- 
tions, the late winter in the 
central and eastern parts of 
the United States, and over- 
stocking of retail yards from 
heavy buying last December. 

Cutting, timbers and long di- 
mension are strong. Pines are 
a little easier, especially com- 
mons. Demand for cedar siding 
is so slow that for the first time 
since World War II stocks are 
accumulating. Most yard buy- 
ing calls for fill in stuff. Bank 
loans are getting difficult to 
consummate. 

The price picture is confusing 
and hard to pinpoint. The shin- 
gle market has weakened stead- 
ily the past month. Green fir 
boards and dimension have 
dropped $2.00 to $5.00; dry 
hemlock dimension $2 to $7; 
shingles $4-5 during the month 
by successive stages. Beveled 
cedar siding has slipped $10. 
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Log prices, however, are un- 
changed for the month and very 
firm. There is great competi- 
tion for the about three percent 
of logs produced which are sold 
on the open market. 

Despite decline of domestic 
prices lumber purchased at the 
Portland auction May 17 and 18 
brought $5 to $10 more than 
the average market figure. 
About 200 mill representatives 
bid on 60,000,000 feet. Twenty- 
five percent was for overseas 
shipment. 

Log inventory for May 1 
showed a normal supply for 
this time of year. 

TACOMA—With demand for 
most grades of lumber continv- 
ing to be heavy and production 
steady and in good volume, 
chief interest of the industry in 
this area this week centered 
around announcement of a gov- 
ernment defense order requir- 
ing manufacturers of softwood 
plywood to reserve 20 percent 
of each month’s production to 
meet growing military needs. 
Industry spokesmen indicated 
that they felt the new directive 
not only would assure that mili- 
tary needs as now estimated 
would be met fully, but that it 
would enable a high volume of 
plywood to be earmarked for 
every-day civilian use. 

Locally the order is inter- 
preted as meaning that the de 
fense effort will get a higher 
proportion of exterior plywood 
with waterproof bond than of 
the interior type for inside uses. 
It is explained that outdoor ply- 
wood is in great demand by the 
military, but that production 
of this type has been less. 

While the overall average 0! 
20 percent will prevail, indus 
try spokesmen said that abot 
27 percent of the exterior typ¢ 
and 17 percent of the interio! 
plywood is being set aside for 
military uses. The order 4p 
plies to plywood productid 
starting in July. 

An estimated 14,500,000 feel 
of timber in the Olympic Ne 
tional Forest will be offered fa! 
sale at a public auction in Por! 
Angeles June 5. The timber 1! 
cludes an estimated 17,109,00l 
board feet of western hemlot 
to be sold at not less than $3.4) 
per thousand ; 5,200,000 feet 
Pacific silver fir at $3.85; 500; 
000 feet of Douglas fir at $% 
and 1,700,000 feet of westet! 
red cedar and other species # 
$6.35. 















































































You sell with confidence when you sell 


| WOOSTER 


<— BRUSHES 


Wooster is a name your customers know 
and trust ..- backed by a hundred years 
of progressive manufacturing experience 
vos Oe hundred years of satisfied users. 
The Wooster stamp on a paintbrush is 
positive assurance of quality construc- 
tion, dependable performance. 














carefully proc. 
lated to give 


® I n d ee 
quantities of a pacing Defense Brushes, limited 
clear of . ylon and short-l ” 
of ferrule) pure bristle brushes are we hi or “a 
genera 


consumer sale 
s. Con 
sult your Wooster Distributor Representati 
1ve, 


/OOSTER BRUSHES 


OSS-SE 


us, ARanTeeo 


3S THE WOOST 
eons | ER BRUSH COM ° 
PANY * WOOSTER, OHIO © SINCE 1851 Wooste 
NYLON 


RTH PAINTING IT’S WORTH A WOOSTER . 
BRUSH 
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KANSAS CITY—The usual 
spring pickup in business in the 
lumber market is slow this year, 
partly due to the price uncer- 
tainty, weather conditions, lib- 
eral inventories in the hands of 
retailers and restrictions on 
construction. 

Bulk of the lumber has been 
ordered for the 20 percent in- 
crease in building permits is- 
sued in 18 of the larger cities 
in the Tenth Federal Reserve 
district during the first quar- 
ter of 1951 and, with new per- 
mits dropping off, suppliers of 
building materials are biding 


their time in ordering for the 
future. 

With the exception of kiln- 
dried lumber, most offerings of 
air-dried stock by mills in the 
Southwest are at prices well 
below the levels established un- 
der ceilings. Some concessions 
ranging to $5 a thousand board 
feet are noted in the dimension 
and board market in the last 
three weeks. 

Yards, well stocked with in- 
ventory as result of a buying 
spree late in 1950, are going 
slow in making replacements. 
Lumber buyers have the advan- 





“A Paint can be no better 


than its oil!” 


Sell the finest...sell Spencer Kellogg's “Improved 


painting. You will help your customer to assure 
the house owner's satisfaction; to build a 
stronger business for himself and you 

will make his account worth more to you. 


Spencer Kellogg's Improved Boiled Linseed 
Oil is the best because it is a special oil for 
outside painting. It is 99.8% pure. That 
means it is 100% pure linseed oil plus 
an extra value...2/10 of 1% of lead and 
manganese scientifically incorporated 
to give it the exact, right drying time for 


outdoor work. 


It is also specially thermal-processed for 
easy brushing, saving time and labor 


on the job, assuring the painting 
contractor a greater profit. 


SPENCER KELLOGG’S IMPROVED BOILED and 
PURE RAW LINSEED OILS MEET ALL FEDERAL 
GOVERNMENT AND A. S.T. M. SPECIFICATIONS. 
In refinery-sealed packages, sizes: 5 Gallon, 


1 Gallon, Quart, Pint. 
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Look for this 
trade-mark on 
the package 
Boiled’’ Linseed Oil...for all outside house “6 


The First Name in 
Vegetable Oils 






































SPENCER KELLOGG AND SONS, Inc. > BUFFALO 5, N. Y. 
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tage of knowing that there is a 
top price for certain grades and 
no floor for the present. Con- 
sequently, it will be the policy 
to buy sparingly so long as va!- 
ues are under the ceilings and 
ample inventory available at the 
mills. 

The rainy season has started 
and this has cut into produc- 
tion, shipments as well as build- 
ing operations in the district. 

Of note has been the heavy in- 
quiry for crating materials in 
recent weeks. This has resulted 
from the stepped-up defense 
production and should require 
a considerable amount of com- 
mon grade lumber in the weeks 
ahead. 


Lumber shipments of 489 
mills reporting to the National 
Lumber Trade Barometer were 
1.8 percent below production 
for the week ending May 12, 
1951. In the same week new 
orders of these mills were 6.1 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 61 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 28 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
43 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.5 percent above 
production; orders were 8.1 per- 
cent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 80.1 percent above; ship- 
ments were 79.5 percent above; 
orders were 71.3 percent above. 
Compared to the corresponding 
week in 1950, production of re- 
porting mills was 1.8 percent 
above; shipments were 5.6 per- 
cent below; and new orders 
were 7.2 percent below. 


West Coast 


A steady movement of empty 
box cars from eastern railroads 
into western Oregon and Wash- 
ington during April has eased 
the critical freight car supply 
problem for West Coast lumber 
shippers for the first time siace 
January. 

Harris E. Smith, secretary 


West Coast Lumbermen’s Asso- 
ciation, said Douglas fir mills 
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THE COMPLETE LINE 
OF QUALITY INTERIOR 


SLIDING DOOR HARDWARE 





Mennatrack has ‘four 


different tracks with hangers designed to 
meet every interior sliding door need. In 
homes, apartments, housing projects, stores, 
offices, public buildings, schools and col- 


leges Kennatrack fits the picture. For re- | 


modeling as well as new construction, 
Kennatrack can do the job better. 


Kennatrack Series 250 is for by-passing 
cabinet and wardrobe doors; Series 300 is 
for communicating and by-passing doors; 
Series 325 for by-passing and open pocket 
installations and Series 400 for heavy closed 
pocket construction. 


The Kennatrack line is complete with 
locks, latches, cups and pulls. Here’s “one- 
source” supplying all of your sliding door 
hardware. 


WRITE DEPARTMENT 651 FOR 
FUL’. DETAILS AVAILABLE IN 
NEW KENNATRACK CATALOG 


New! Improved! For by-passing 
3/4”,13/16", 1-1/16” and 1-1/8” cab- 
inet or wardrobe doors. Has nylon 
wheel for long wear, silent serv- 
ice. Hanger permits doors to be 
mounted flush with cabinet face. 


Extremely popular because of its 
varied uses. Like all other Kenna- 
track, it is top mounted. No floor 
track. Exclusive mounting feature 
requires minimum head room. 
Each door has not 2...not 4... but 
EIGHT neoprene-tired wheels. 


Special design for open pocket 


WWATICACK 


sliding doors. It is same as Series | 


300, except for special flange 
which simplifies mounting in 
open pocket. Doors run not on 
2...not on 4... but on EIGHT 
neoprene-tired wheels. 


SERIES 400 


For heavy closed-pocket installa- . 


tions. Kennatrack Series 400 is 
the finest sliding door hardware 
obtainable. Adjustable bolt and 
lock nut allows 3/4” vertical door 
adjustment. Doors roll on not 2... 


not 4...but on EIGHT neoprene- 


tired wheels. 


JAY G. McKENNA, INC. 


| ELKHART, INDIANA 
\S Specializing Exclusively in the Manufacture of Sliding Door Hardware 
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had been able to step up pro- 


Profit by BIG Demand for tn ee 


s, : er and improved car supply 
° ” * were given as reasons. 
3-Speed Muiluaukee / Drill Smith said Douglas fir saw- 


Exclusive Milwaukee HOLE-SHOOTER combines straight mills produced 3,646,581,000 


ie board feet in the first 17 weeks 
and right-angle drilling ... wonder-tool for close quarters of 1951, well above same pe- 


For plumbing, heating, air conditioning, electrical and building contractors, riod last year. Shipments of 
this Milwaukee ¥4" HOLE-SHOOTER — America’s only 3-speed Right- 3,683,219,000 board feet ex. 
Angle Drill — has demonstrated its unmatched time-saving performance on ceeded last years. first four 
thousands of jobs. Most powerful drill built for its size and 9-lb. weight. months by 562 million feet. 


Ball and roller-bearing equipped for extra-long service life. The weekly average of West 


1 ti 
You'll be amazed at its versatility — unit-built for quick change to suit- Koa wan sandeae bt po 


able speeds for drilling in wood, metal, masonry, concrete, tile. Uses wood 132.0 percent of the 1946-1950 
bits up to 3”... also 2” carbide-tipped drills. average. Orders averaged 232. 
450,000 b.f.; shipments 240,837,- 
000 b.f.; weekly averages for 
March were: Production 2(3,- 
453,000 b.f. (113.2 percent of 
the 1946-1950 average); orders 
225,015,000 b.f.; shipments 228,- 
652,000 b.f. 
a —_ of 1951 cu- 
: = ‘ mulative production 3,646,581, 
HOLESHOOTER tebore) Fal 000 b.f.; seventeen weeks of 
chuck speed of 450 R.P.M. With 1950 3,082,142,000 b.f.; seven- 
the 2-speed “‘Right-Angle Drive” teen weeks of 1949 3,117,477, 
attachment, speeds are 300 R.P.M. 000 b.f. 
<a Orders for seventeen weeks of 
Sa ae il " ' 1951 breakdown as _ follows: 
oan? lade tn pe a é _—— Rail and Truck 2,595,537,000 
position. : \ b.f.; Domestic Cargo 798,446,- 
S-412 Drill with “2-speed " f 000 b.f.; Export 193,216,000 
eT y % F, b.f.; Local 225,117,000 b.f. 

7 ea tae The Industry’s unfilled order 
file stood at 910,660,000 b.f. at 
the end of April, Gross Stocks 
at 657,336,000 b.f. 


Western Pine 


Production of Western Pine 
by the 108 mills reporting to the 
Western Pine Association for 
the week ending May 12, 1951, 
totaled 70,873,000 feet, com- 
pared to 64,713,000 feet for the 
same week in 1949. Shipments 
for the week ran to 67,849,000 

Other bits available also — See assortment at feet compared to 74,221,000 feet 
left. We can supply you with any size wood-boring two years ago. Orders for the 
bits up to 3”. Write us. week amounted to 69,022,000 
Complete $-412 Tri-Speed Kit Contains feet. Two years ago for the 
| 1—$-412 %” HOLE-SHOOTER, Jacobs geared chuck. same week they totaled 76,629, 
2 — *Two-speed “‘Right-Angle Drive” attachment, 000 feet. Unfilled orders at the 
3—3 special bits — 4”, 1%”, 2%". week’s end totaled 241,630,000 
4 — Special wrench, *Pot, Pending feet compared to 256,730,000 
feet two years ago. Gross stocks 
Complete $-412 at the end of the week amourted 


= to 627,800,000 feet. 
oh socially machined on shanks of 1a ip 


; Southern Pine 
Write us for information, sales ; , The 113 mills reporting to the 
$ e ial Southern Pine Association for 
MILWAUKEE ELECTRIC TOOL CORP. “ : } the week ending May 12, 1951, 
Makers of portable electric drills, saws, /, cut a total of 17,621,000 ‘feet 
hammers, grinders, sanders, and accessories. : <f of Southern Pine for the pe 
5364 W. STATE STREET @ MILWAUKEE 8, WIS. ~ riod. This was 3.21 percent be & 


helps, and your price list. 
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IDERENDABILCIing 


Since 1899 — Crossett has been supplying large building markets of America. 


Both pine and hardwoods have come from Crossett forests in continuing harvests. 
And from its mills have come the many forest products crafted with precision and 
modern methods of manufacture. In short — Crossett is known throughout its 
market territories as a DEPENDABLE source of quality lumber. Those who know 
the importance of a dependable source for forest products will find exceptional 


advantages at Crossett. 


ARKANSAS 


anufacturers of Arkansas Soft Pine, Royal Oak Flooring, Hardwood Lumber, Wolmanized* 
Treated and Creosoted Material. *Reg. U.S. Pat. Off. 
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low the three year average. Or- 
ders for the week amounted to 
16,297,000 feet, 10.49 percent 
below the three year average 
and 7.51 percent below produc- 
tion. Shipments during the 


week totaled 16,208,000 feet, 
8.02 percent below production 
and 10.97 percent below the 
three year average. Orders on 
hand increased 0.17 percent dur- 
ing the week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on bu uying practices. It is 


a compilation and average of mill prices at press time an 


hould not be con- 


sidered as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on 
mately ten days before receipt of the magazine—the 


DOUGLAS FIR 

Vertical Grain Flooring 
B&B Cc 

160.00 


135.00 
160.00 


Drop Siding 


1x6 (Pat. #106).160.00 
1x6 (Pat. #116).155.00 


Ceiling 


155.00 
150.00 


110. 00 


Boards and Shiplap and 2” 

(green) 1x6 1x8 
No. 1 ....75.00 78.00 
No. 2 ....74.00 75.00 
No. 3 ....59.00 62.00 


No. 1 Dimension 
12’ 
79.50 
83.00 
83.00 
83.00 
83.00 


1x10 


76.00 
75.00 
75.50 
74.50 


2x12 73.00 


(Add 10-12 for dry lumber) 





WESTERN PINES 


PONDEROSA PINE 
Selects 
S2 or 4S 4/4 RW 5/4RW 8/4 RW 
__C&Btr. RL ...275.00 285.00 280.00 
No. 1 No. 2 


. 160.00 
170.00 155.00 


Commons 

S2 or 48 
1x 8 RL 
1x12 RL 


Idaho White Pine 

Selects 

82 or 48 1x4 1x6 1x8 5/64 
C&Btr. RL.250.00 265.00 270.00 265.00 
Cc L 205.00 225.00 230.00 235.00 


Comepenn, S2 or 48 No.1 No. 2 No. 3 


150.00 140.00 100.00 
150.00 140.00 100.00 


No. 3 
96.00 
96.00 


Sugar Pine 
Selects 

S2 or 48 «fs RW a! ny “/s RW 

00.0 305.00 

378, 00 195.00 

240.00 175.00 


No. 2 No. 3 
100.00 
100.00 


100.00 


urchases made approxi- 
itors. 


SOUTHERN PINE 


Vertical Grain Flooring 
C 
200.00 


185.00 
210.00 
Drop Siding 
1x6 (Pat. #106) .206.00 
1x6 (Pat. #116).206.00 
Boards and Shiplap 
1x6 


No. 1 ...143.00 
No. 2... 86.00 
No. 3 ... 76.00 
No. 1 Dimension 
, 14’ 
95.00 96.00 
2x 6 89.00 91.00 
2x 8 94.00 94.00 
2x10 104.00 105.00 
2x12 110.00 110.00 
No. 2 Dimension 
2x 4 
2x 8 i 
2x10 88.00 88.00 
2x12 88.00 88.00 


No. 3 Dimension R/L Only 
eS Se seca seen 
2x 6 72.00 

71.00 


2x 8 
2x10 71.00 
65.00 


195.00 
195.00 


83.00 


121.00 
101.00 


2x12 





REDWOOD 
h 


inis 
x6 A&Btr. Siding 
x8 A&Btr. Siding 


Prices for red ‘cedar siding in 

cars, new bundling, 6.to 18’ are: 
Beveled Siding, % Inch 

Clear “A” 
x4 inch ...... 95.00 83.00 
x5 inch 7120.00 118.00 
x6 inch ......155,00 143.00 
%x8 inch 185. 173.00 
Clear Bungalow ea ee % Inch 
inch 210.0 198.00 
230. 00 218.00 
230.00 228.00 

Finish, B and Btr. S28 or 48, $ 


6-16’ or Rough 
1x 8 145.00- +o. 00 
thy 00 
Ceiling or Flooring, 
B and Btr., 9-16’ 


D 
85.00 
85.00 


Cc 
97.00 
97.00 





RED CEDAR SHINGLES 


Royals 


11.50 
7.75- 8.00 
5.75- 6.00 


ENGELMANN SPRUCE 


Boards and 
Shiplap (dry) 1x6 ixs. ist. 1x12 
No. 2&Btr..114.00 112.00 115.00 125.00 
No. 3&Btr.. 93.00 d 102.00 112.00 
No. 1 Dimension 
12’ 14 


20° 
94.00 
90.00 
90.00 
90.00 
$1.00 


$5.00 

85.00 

A r 85.00 

2x10 85.00 85.00 x ! & -y 00 

8x12 81.00 81.00 -00 1.00 

(Boards graded No. 1, 2, 3, at flat 

price; no price for straight ‘No. 2. Mills 

do not grade out No. 3 Dimension sepa- 
rately as in fir.) 


WESTERN HEMLOCK 

Vertical Grain Flooring 
B&Brtr. Cc 

155.00 


130.00 
155.00 


150.00 
145.00 


105.0 





1x6 

Drop Siding 
1x6 (Pat. #106).155.00 
1x6 (Pat. #116).150.00 


1x6 

.. 84.00 

. -81.00 

3 . -64.00 

No. 1 Dimension 
1 , 


86.00 
81.00 
66.00 


16’ 
93.50 


66.00 


No. 2 Dimension 
2x 4 85.00 85.00 
2x 6 84.50 84.50 
2x 8 84.00 84.00 
2x10 84.00 84.00 
2x12 82.00 82.00 
~ 2 R/L Only 





OAK FLOORING 


Clear Pin, #§x2% #§x1%e %x2 
White ..255.00 225.00 197.50 
Red ....255.00 225.00 197.50 


Sel Plain 
—". ..225.00 205.00 177.50 
.00 205.00 177.50 


Red ....225 
170 00 92.50 
Re od 170.00 92.50 
#2 Mixed 15” y 
105.00 80.00 80.00 
92.50 


- & 
..-.140.00 110.00 
#2 Com. ..100.00 80.00 62.50 
_WESTERN RED CEDAR 
Prices for red cedar siding in mixed 
cars, new bundling, 6 to 16’ are: 
Beveled Siding, % Inch 
Clear 
95.00 70.00 
38.08 
120.00 
145.00 
160.00 


190.00 
165.00 


an 
tron ten in 
oo oom 


~] ~~] 
on co AS PLD 
ow o 
oom o oom 


o-7 





155.00 153.00 
185.00 183. = 


Finish, B and Btr. S2 or 4S, 
6-106’ af rough 


Btr Cc 
105.00 100.00 
---120.00 115.00 
Discount on mouldings, 6-20’ 
lengths. 
Series 8,000— 
Listing under $4.00—list plus 125 per 


nt. 
Listing $4.00 and over—list plus 180 
per cent. 
Clear Lattice, fie | 9 to 16’ 


Feet 
1/3x3 
1/3x4 
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in your line. 





ingly important to you. 


i 


Low handling cost and warehousing economy 
make Van-Packer one of the best profit items 


Sig Rs eS AER RE RGRE 





















You can count on immediate delivery from a 
nearby jobber. This service will become increas- 


en 






Van-Packer handles easily on the job which 
makes it a fast seller to builders everywhere. 


«” 








THE VAN-PACKER 


‘OMPLETE PACKAGED CHIMNEY 
UTS HANDLING COSTS 90% 


BRICK, SAND, TILE AND CEMENT 
ARE COSTLY TO HANDLE » » 


Costly man hours, yard and warehouse space, breakage and 
trucking involved in handling brick chimney supplies are all 
eliminated when you sell Van-Packer, the complete Packaged 
Chimney. You make your full profit. The weight of a Van-Packer 
Chimney is only one-tenth that of materials used in code brick 
construction ...takes only 20% as much space. There’s no 
waste with Van-Packer. Everything is packaged in sturdy cartons 
. .. nothing can deteriorate . . . there’s nothing else to buy. Every 
chimney comes complete. 


IT’S EASY TO SELL THIS HIGHLY 
PROFITABLE VAN-PACKER » » 


Builders prefer this completely packaged chimney. It saves them 
man hours. Installation time is cut to a fraction .. . just 3 hours 
work or less by one man and the chimney is complete. Van-Packer 


- meets all national, state and local building code requirements. 


Underwriters’ Laboratories has tested and approved Van-Packer. 
Over 75,000 installations prove the demand for this better com- 
plete chimney. Add to your profits with small investment... 
send the coupon for details and free literature. 











THE COMPLETE. 


Uan-Packen ue Lael 
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| ON ROOF. SHEATHING. 


FEWER NAILS... 


HEATHING... 


ere ; 


ene 























_ 


Cedar Shingle Roofs cost less than 


Cost of materials including decking is the only right 

way to get true comparative costs on complete 
roofing jobs. 

Figure it out for yourself! Compute the complete 

cost per square of roof, using any material that 

requires solid roof sheathing. Then 

compute the lower cost of using 

spaced sheathing with Certigrade 

cedar shingles. 
Cedar shingles can be laid on 
spaced sheathing because of 


CERTIGRADE 
_SHINGLES 


RED CEDAR SHINGLE BUREAU 


a no 


you 


their overlapping “‘bridging’”’ construction, which in- 
creases overall strength of the roof. Spaced decking 
saves builders nearly 50% of the costs of sheathing, 
nails and sheathing application. 

Although the unit cost of substitute roofing ma- 
terials before application is sometimes lower than the 
unit cost of Certigrade No. 1 shingles, the complete 
Certigrade roof usually costs less! 

On projects all over America, builders are dis- 
covering that, figured by the cost per square, per year 
of life, Certigrades are always your best buy. 
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LESS LABOR FOR APPLICATION 


think! 


5510 WHITE BLDG., SEATTLE 1, WASHINGTON 
METROPOLITAN BLDG., VANCOUVER, B.C. 


Saw ] 
features 
Saw ] 
features 
Deita 
Use t 
includin 


er 


3 MAC 


BUILDIN 


FOMPARE tie Delta 408 


TH ANY OTHER RADIAL SAW 


7 >. ¢ n OMLY DELTA HAS ALL 


THESE 2O FEATURES 
WITHOUT EXTRA COST 





















Now, with no added cost to you, Delta gives 
you a new radial arm saw with the 20 basic 
° features users want most—the saw that users 
have wanted for over 25 years. 
es " Together, these features mean added safety 
_— GO -Az ... wider range of uses ... faster set-ups... 
- easier operation... space-saving compactness 
..- low upkeep, long life. 
Compare before you buy—you'll be glad 


you did! 
19 a 


20 PERFECT RADIAL SAW FEATURES | ‘si'so: Sela Arm Siding Arm 


*, 
Dx 
_ 

























































































lid Arm 
2 HP OD* 2 HP OD* 

1 | Capacity: Cut-off 16" x 1" and Rip to Center 48" Panel | Yer s/ Yes a/ Yes all 
2 | Locks, Levers, Scales, Controls up Front Ves |v No Ne 
3 | inter-locking Safety Plug Disconnects Power Line Yes | ¢ t 

4 | Quick-Set Miter Stops 30°—45°—60° Yes |. Only 45° Only 45° 

5 | Range Full Miter Capocity 0 to 90° RIGHT Yes| No No 
6 | Range Full Miter Capacity 0 to 90° LEFT Yes |. No No 
7 | Greose Shielded Ball Bearing Carriage Yes |. Yes ad Yes 

8 | Track Wipers Keep Trackways Clean Yes |. No Yes sh] 

9 | Adjustable Nitralloy Lifetime Trackways Yes |v No No is 

10 | Saw-arm Swings Full 360° Above Work Table Yes | No No 
11 _| Motor has “Built-in 115 to 230 Voltage Changer Yes|./ | ___siVees of Yes 
12 | Voltage Relay Start, 1 Phase Totally Enclosed Motor Yes |. Yes | No 
13 | Motor Tilts 360° Inside Yoke Yes |. __No | Yes 

14 | Quick-Set Bevel Stops 30°—45°—40°—90° Yes |. Only 45—90° | Only 45—90° we 
15 | Finger-Tip “Start-Stop" Motor Switch Yes |v No Yes 
6, 10 and 16 16 | Full Cut-off Capacity at Any Angle 0 to 90° Yes |. No No 
17 | Safety Guard Fully Encloses Saw Blade Yes |. t t 
18 | Means Provided to Attach Extension Tables Yes iy Yes , Yes 
19 | Column Elevating Handle at Front Yes |./ t Yes 
20 | Big 9 cu. ft. Tool Storage Cabinet Base Yes / t t 

20 Yes 5 Yes 8 Yes 





























*DD—Direct Drive Motor {Optional at extra cost 


_ ASK TO SEE THE FAMOUS DELTA 360° MITER TEST 












Saw Brand “B” with solid arm design has only five of these —_ °° °° — 7 
features without extra cost. we DELTA POWER TOOL DIVISION | 
Saw Brand “C” with sliding arm design has only eight of these j MICWRPKEE | 
features without extra cost. | Rockwell 
s Delta 40-B has ail 20 features at mo extra cost. 1 6; i 
“3% Use the coupon for free literature on Delta radial arm saws, MANUFACTURING COMPANY t 
e including cost comparison data. 693 F E, VIENNA AVENUE ¢ MILWAUKEE 1, WIS. ! 
é Eo i —«,,- | Please send me Delta Radial Arm Saw literature. j 
Name ; 

4 
4 Th: nes a Delta Power Tool for Your fob- | se | 
3. C. . WOOD OR METAL WORKING City Zone—__State ; 











3 MACHINES—246 VARIETIES—MORE THAN 1300 ACCESSORIES Winans dan eo incenannesnnn a erie eetianentnanb te —7 
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What makes a paint business successful? Here’s a typical Lowe 
Brothers Dealer who states that outstanding product accept- 
ance and aggressive advertising support paved the way to his 
success with the Lowe Brothers line. 

Today, this dealer’s paint volume is 5 times what it was 
just a few short years ago. Most amazing is the fact that the 
volume of business he secures from his small community is 


greater than an average paint dealer might expect to secure in 





a shopping area four or five times larger. 

This dealer’s rapid growth didn’t “just happen.” Over- 
whelming consumer preference for Lowe Brothers Paints, and 
proof of their satisfying results, have produced a great deal 
of profitable repeat business. The net result—greater sales 
with a minimum of sales effort. 

Consumer acceptance of Lowe Brothers was brought about 
in this community by the dealer’s use of Lowe Brothers ex- 


cellent advertising materials and aggressive merchandising pro- 





grams. It’s the same story with Lowe Brothers dealers every- 


where—a perfect combination of product quality, packaging, 


advertising and consumer appeal results in far more profit 


from paint. That’s Lowe Brothers! 


The Lowe Brothers Company ¢ Dayton 2, Ohio 
* Name on 


” Lowe Brothers ‘2 cms 


PAINTS x VARNISHES 
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DISTINCTIVE HARDWARE 
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1 The Russwin Tubular Keynob Lockset has the famous 
Russwin 5 pin Ball-Bearing Cylinder . . . unmatched for ease 
of operation and long life. 2 No other tubular lock has the 
simple rack and pinion construction ... extra rugged, trouble- 
free. 3. A special auxiliary latch, deadlocks latch bolt... 
preverits manipulation when door is closed. 4 No key operation 
required to lock door when leaving .... simply operate locking 
lever. 5 Keynob reversible for any hand of door. 

6 Removable cylinder for keying. 7 Needs only two easy-to- 
bore holes for quick installation. Two machine screws on 

inside of door hold entire assembly rigidly in place. 


The extra-quality features of the Russwin Keynob practically 
sell the lock for you. There’s a Russwin Tubular lock and 
latch for every door in the house. Send for folder. 

Russell & Erwin Division, The American Hardware Corp., 
New Britain, Connecticut. 


Russwin dealers always have the edge 





) Sales Winne ad 


Makers... 


Consistently advertise 
to your ustomers in The 
Saturday Ev ening Post 


Country Gentleman, Popular 


Science and Popular Mechanics 


Model 625 Zephyr 


Electric Hand Saw... 

The Saw with All the Features. 

6%” blade; depth of cut 2%”. 
Adjustable for depth and angle of cut. 
Bench and floor model saw tables available 


Everybody’s Buying 
WORK-SAVER TOOLS 


Every one of your customers is a 
prospect for one or more of these 
PorRTABLE electric tools for doing jobs 
easier—faster and better arnund the 
home, on the farm, and in the shop. 


PoRTABLE offers a variety of tools 
that will appeal to your customers in 
attractive streamline design, perform- 
ance, light weight, and handling ease 
—each tool an outstanding compet- 
itive value in every way. 


To the dealer, PORTABLE tools mean 
sales turnover at a good profit, and 
repeat business for other tools, acces- 
sories, and attachments. 


Don’t delay. Ask your wholesaler today, or write 
for profitable dealer plan with window and 


counter displays and other merchandising helps. 


Model 400 Hi-Power—Bench Grinder. 


Model 1950 Zephyr — 
V4” Electric Drill. 


Horizontal and Vertical Drill Stands 
— Multiply uses for this electric drill. 


Spraymaster SM-25—Complete portable 
paint spray outfit. 


PORTABLE ELECTRIC TOOLS, INC. 


335 West 83rd Street, Chicago 20, Illinois 





What's YOUR Answer? 


This new department will be a 
regular feature of American Lumber- 
man. Five questions are_ selected 
from the editorial content of the 
magazine: Feature Section, News, 
New Products, Names-in-the-News, 
Washington Calendar, Your Profit- 
Making Forum and other depart- 
ments. Five questions will also be 
taken from the advertising section. 

Rate yourself 10 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 





(All questions are from the edi- 
torial and advertising pages of 
this issue. Answers on Page 
102) 


1—Housing starts for the 
first quarter of 1951 totaled 
260,000. Was this number of 
starts more or less than for the 
first quarter of 1950? And by 
how much—10,000; 15,000 or 
20,000 units? 

2—What advertiser features 
the fact that it is “putting ideas 
in your customers’ heads’’ fot 
remodeling jobs? 

3—What bookkeeping device 
eliminates most chances for et! 
ror through copying? 

4—A hardwood plywood :ar- 
ufacturer features fancy face 
plywood in four species. W/hal 
species are these? 

5—Retail dealer in what : tate 
opened up how many new 2 
counts by using treated lurabe! 
as the sales wedge? 

6—What company states that 
it specializes exclusively in tht 

(Continued on Page 98) 
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LOCAL JOBBER STOCKS MAKE IT EASY TO SELL 


*Trademark 


WINDOW SCREENS 


DEALERS CARRY JUST 
THE FAST MOVING SIZES 


TENSION-tite screens are made in all standard modular and 
fractional sizes . . . and are stocked by jobbers located in 
most areas. Carry the fast-moving sizes, and rely on your 
jobber for immediate service on fill-in stocks. 

More than a million TENSION-tite aluminum screens are 
now in use. Are you getting your share of this attractive 
screen business? 




































































? 
oa i 
; @ ALL ALUMINUM! 
i @ NO PAINTING —EVER! 
the 
a @ WON'T RUST OR penal 
= || SID 
qt @ INSTALLED FROM INS 
a. _ ai see a WITHIN 5 MINUTES: 
n. 
For easy window N 
~ —— Be  @ COSTS LESS TH “ a 
0%, OLD-TYPE SCRE ° - 
O 
edi @ MORE THAN 7 MILLI 
2 NOW IN USE! 
_-\, GUIDE BAR 
ie — a eee the five 
ale hows exactly where 
the prt = gee os Only tool needed is a screw driver. 
E : 
d_ by LS. eee 
) or —= 
e.h|6° 
are Lots of Merchandising Help 
** Your jobber is prepared to supply you with § 
. display material, models, folders, stickers, . 
evict and other merchandising aids so that 
eins you can let your customers know 
pal that you carry popular F 
aa TENSION-tite aluminum screens. (ee 
iy WRITE OR WIRE TODAY FOR NAME OF JOBBER IN YOUR AREA 


RUDIGER-LANG CO. 


: Factories in Berkeley, Calif., and Toccoa, Ga. 
2701 EIGHTH STREET, BERKELEY 10, CALIFORNIA P. O. BOX 408, TOCCOA, GEORGIA 
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A NEW FINISH FOR ARMSTRONG’S TEMLOK BOARD 
— the same smooth two-coat surface as Temlok Tile 


Armstrong’s Temlok® Board is now available 
with the same improved two-coat paint finish 
as Temlok Tile, offering many sales advan- 
tages at no extra cost. 

The new Temlok Board finish is an attrac- 
tive warm white color ironed-on for extra 
beauty. The high grade of paint that’s used 
provides a satin smooth, durable surface that is 
unusually high in resistance to scuffing and 
much easier to clean. 

Bigger market for board 

With the remodeling market becoming more 
important, the beautiful new surface of Temlok 
Board, together with its low cost, will mean in- 
creased sales. Temlok is now more suitable 
than ever for all kinds of home remodeling— 


attics, basements, and other rooms—as well as 
a wide range of commercial interiors from 
small shops to super markets. 
Temlok is durable, easy to work with 
The board itself is the same strong, durable 
fiberboard that already has made Temlok 
popular with builders, carpenters, and lumber 
dealers. Temlok’s unusual strength and firm- 
ness make it easy to handle on the job. It’s 
made in convenient sizes—4 feet wide, and 6 to 
12 feet long. It also adds valuable insulation 
for comfortable year-round temperatures. 

For samples, prices, and full information, 
see your Armstrong wholesaler or 
write to Armstrong Cork Company, 
4706 Ross Street, Lancaster, Penna. 


Armstrong’ Temlok 


L 
June 2, 1951, AMERICAN LUMBERMAN © 


















BUILD THIS 


Fine Permanent 
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M-1585 China Case; M-1463 Mantel; M-760 Stairway; M-1073 Door. 


WleLre AN ° 
WOODWORK ° 













All Styles and Sizes for 
Every New Home or Remodeling Job 


The entire line of Morgan Woodwork is second 
to none in design, construction, craftsmanship. 
And a typical example of this leadership is the 
Morgan Gevnae Cabinet. Morgan Cabinets are 
correctly designed by top-ranking architects, 
and manufactured by fifth generation craftsmen. 
Select any design shown here (more in our 
catalog). See why Architects, Builders, Dealers, 
never hesitate to specify and use Morgan Wood- 
work, in their own homes, and jobs. Morgan 
quality never yields to high production. That’s 
why Morgan always “‘measures up!”’ 


Send for Morgan Woodwork Catalogs 




























































Typical Plan 


Seasoned wood, 
kiln-dried before 
fabrication and as- 
sembling assures 

rfect fit and life- 
ong service. 





















M-1588 Overall width: 2’8°; M-1586 Overall width: 2'7%"; 
Overall height: 7’154” Overall height: 6’6” 



























woooworRK 





Cabinets 
help sell 
new homes 
and 
Remodeling 
Jobs. 


























? 


M-1553A Overall w jdth: 3’6’; 
Overall height: 7’4” 


wick ocr: W, mated Bo W, Bf 


WOODWORK MANUFACTURERS, OSHKOSH, WISCONSIN R A 














M-1572 Overall width: 3’3’; 
Overall height: 7’42”. Trim Not Included 




















Entrances - Stairwork * Corner Cases * Mantels WwoopworK 





Motganwall Assemblies +* Trim + Windows *. Doors 


¢, 
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Profits From Small Inventory 


Artcraft Flush Doors keep your stock investment 
down — and turnover and profits up. 


They bring you repeat business, because they satisfy. 
They are manufactured in the furniture capital of 
America by skilled craftsmen with many years of ex- 
perience in working with wood. They are soundly 
designed and constructed from top quality materials 
for life-time service. 


Frame is of kiln dried Sugar Pine. Stiles 11/2" wide. 
Rails 3” wide. Lock blocks 3x30", both sides. Core: 
solid throughout. Faces are grade “A”, water resist- 
ing 1" plywood panels, bonded to core and frame 
with high test waterproof glue. Smooth sanded both 
sides for natural or paint finish. Weight approximate- 
ly 65 lbs. per door. Glazing is double strength Pitts- 
burgh Glass with waterproof putty. 













GET THIS CATALOG 





Sh 
nner See the complete Artcraft line of 
iw 28 exterior flush doors. 


It will pay you to investigate Art- 
craft exterior and interior flush 
doors. 









MICHIGAN DOOR CO. 


MANUFACTURERS 
330 Franklin St., S.W., Grand Rapids 9, Mich. 






Exterior and Interior Flush Doors 





Letters to the Editors 










Quiz Program Wanted! 


To the Editor: I am putting into effect a new pro- 
gram which may interest you. Enclosed you wil! find 
a questionnaire which is self explanatory. My theory 
is that your magazine is just about the best training. 
aid I have—for the price—and I can make it work 
for me if I can FORCE my sales personnel to make 
use of it. It occurs to me that this suggests a fine 
regular feature for your magazine. Why not publish 
such a questionnaire regularly in your magazine that 
would assist all dealers? Then I can use your ques- 
tionnaire each issue to test my personnel. This will 
save me a good deal of time and assist me in carrying 
out my program. 

I believe your magazine can be a great help with 
such a feature. Once a year it could be expanded like 
“Times” news quiz and made a major feature. 

If this program proved effective it would have a 
profitable influence on the circulation of the American 
Lumberman. Every dealer would gradually come to 
appreciate the importance of giving free subscriptions 
to his employes. 


John R. Stiles, Stiles Incorporated, Grand Rapids, 
Mich. 





































Thanks to Mr. Stiles, American Lumberman is 
starting the quiz he suggests in this issue on Page 
24. Read American Lumberman from cover-to- 
cover each issue, then check yourself and your en- 
ployes by answering the questions found in this 
department. Answers in the same issue. Keep up- 
to-date in your industry knowledge by reading 
American Lumberman regularly!—The Editors. 












Barn Information Good 






To the Editors: Your May 5 issue was a very inter: 
esting one. I think our members will appreciate the 
good information you have given dealers relative t 
handling modern barn equipment. 

W. Floyd Keepers, Executive Secretary, Barn Equij- 
ment Association, Chicago, IIl. 












Another "'First'’ for American Lumberman 







To the Editors: I have just glanced at your recent 
issue with the farm market articles and am _ looking 
forward to studying them in detail. Not only 3 
American Lumberman “first in paid circulation,” but 
you seem to have the happy knack of being first 2 
articles of merchandising value. 

Hector J. Craig, Secretary-Manager, Western Re 
tail Lumbermen’s Association, Winnipeg, Canad. 


The Seven Ages of a Salesman 


To the Editors: In your April 21 issue, pave 1 
you have an article entitled “The Seven Ages of § 
Salesman” by Art Hood. If you have reprints of thi 
article available we should like to have 24 to 30 copie 


P. F. Gay, President, Steel City Lumber Con: pam) 
Birmingham, Ala. 
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| Preference 


: measured by the mile 


rk 


* Where farm trade is important, thousands of dealers know from 


wT experience that Keystone Steel & Wire products have earned a business-building 


nat customer preference. These are some of the reasons: 

es- 

- MATERIALS .. . are quality-controlled from Keystone’s own open hearth 
furnace, through its own wire-drawing mills—to the final product. For example, 

Red Brand fence gives extra service because the right amount of copper used 

to provide rust resistance, the exact degree of hardness, the amount and method 

of applying the zinc coating—are all under the supervision of metallurgists 


ea who can base their decisions on Keystone’s over sixty years of experience. 


rith 
‘ike 





CONSTRUCTION features . . . The fence is woven on machines of Keystone’s 
own design. Knots give both strength and durability. For example, stiff stay 
: ! Square Deal knots, hold like a vise, yet permit the flexibility of the line 
yids, ; : : ‘ 4 
wires. Picket-like one piece stay wires keep the fence erect. The 
knot is corrode-resisting, will not hold water. No projecting ends 
_ to snag clothing or injure livestock. Hinge-joint Monarch knots 
rg -(f% + #2worki éiilike a hinge and give under pressure, yet cannot slip. There 
he. is ample wrap around the line wires—no projecting ends. 


MERCHANDISING support by Keystone, not only promotes 

" Keystone products but helps make the dealer’s entire operation 
' more profitable—more significant in his 
community. Ask the Keystone representative, 

or write for facts about the Red Brand 

Practical Land Use merchandising program. 


nter- m ae \ : 
> the et get = CUSTOMERS... farmers in all parts of the 
veto \S. , Wiad. | Ma country recognize the extra values built 


into Keystone products . . . Thousands of 
quip- ‘ak Boobies farmers have standardized on Red Brand 
3 “sw fence and easy-to-set Red Top steel posts, 
for years and years . .. their satisfaction 
assures repeat business for dealers. 


ily is 
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#1 OF A SERIES OF 
ACTUAL EXPERIENCES 


HOW IGOE BROS. BUILT A GOOD BUSINESS IN 


REYNOLDS (227229 ALUMINUM 
BUILDING PRODUCTS 


Igoe Bros., Inc., are wholesalers operating 
out of ten warehouses in New Jersey, metro- 
politan New York, Long Island and Connecti- 
cut. The firm was founded in 1895. 

Says Joseph Igoe: ‘Dealing in all types of 
roofing, insulation, heavy hardware, etc., we 
were attracted early in 1947 by the profit pos- 
sibilities in aluminum roofing and siding, 
flashing, and reflective insulation. 

“Since Reynolds was taking the lead in this 
field, with extensive advertising, we bought 
two carloads of Reynolds Lifetzme Aluminum 
as a starter. Right away, we began teaching 
our 30-odd field men the advantages of alu- 
minum—freedom from rust, no painting, long 
life and radiant heat reflection. 


[ 


Igoe Bros. Plainville, Conn., warehouse. 40 to 50 trucks operate out of the firm’s 
ten warehouses. Igoe shows a 40% increase in sales of Reynolds Lifetime 
Aluminum Building Products over 4 years—or a steady growth of 10% per year. 





REYNOLDS 


Lf nf . 
ma 


METALS 











“When Reynolds came out with Aluminum 
Gutters and Downspouts, we saw a natural 
seller—and proved it. We added Reynolds 
Aluminum Windows as the line expanded. 
We intensified our sales training and most of 
our men are now real aluminum enthusiasts.” 

This enthusiasm develops the backbone 
of all selling: service. We feel that a good 
wholesaler “services” his dealers, not merely 
by order-taking, but by helping him to know 
more about the product and how to merchan- 
dise it, using the extensive promotions and 
merchandising aids which Reynolds supplies. 

“Our experience with Reynolds Lifetzme 
Aluminum Building Products is summed up 
by the sales figures below.” 








REYNOLDS 


‘ie 
June 2, 1951, AMERICAN LUMBERMAN ° 








Reynolds Lifetime Aluminum Gutters and Downspouts 
have been consistent profit-makers. Choice of Ogee and 
Half-Round, smooth finish or stipple-embossed. Easy 
application (no soldering) made them a cash-and-carry 
item at lumber yards and hardware dealers. 


Igoe’s biggest volume in Reynolds Lifetime Aluminum 
has been in Corrugated and 5-V Crimp. Flashing has 
been in increasing demand for general roofing as well 
as for aluminum roofs. 




















Igoe has handled Reynolds Aluminum Windows 
through a different sales force from that used for other 
aluminum products. Adequate stocks of Casement, Fixed 
and Picture Windows are carried for quick service. 


WEY! Sty, 
st sad “ats a 


2 mM 
gernore auenin? 


Reynolds Aluminum Reflective Insulation is a steady- 
moving staple. The wholesaler urges dealers to display 
this attractive take-home item—a customer can walk 
away with 500 sq. ft., and put it up over a week- end. 
Reynolds supplies displays and literature. 


Published in the interest of better company-jobber-dealer relations. Write 
for literature on any or all of these products. Reynolds Metals Company, 
Building Products Division, 2001 South Ninth Street, Louisville 1, Ky. 


ALUMINUM 
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NO WONDER it’s the Fastest-Selling Insulation! 


Big, full-color ads like this one appearing in the 
June 23rd issue of The Saturday Evening Post 
build preference for Fiberglas* Building Insulation 
—a preference that carries right down the line from 
consumer to architect to builder. This powerful ad 
—one of a series appearing in the POST—will pre- 
sell Fiberglas Insulation to 4,081,115 readers! Add 
to this promotion, consistent advertising in leading 
builder publications and you see why Fiberglas is 
universally known, universally accepted. 

You get other advantages, too. More economical 
warehousing . . . quicker, cheaper handling .. . 
lower-cost trucking. These dividends come from 
the exclusive compression-packed rolls. 


OWENS-CORNING 


FIRE GLAS 


You get fast turnover, greater profits because 
your builder customers get an insulation that fluffs 
up to full thickness—goes up fast with less cutting 
and fitting—has a self-contained vapor barrier that 
more than meets FHA requirements. 

Tie in with this national Fiberglas program. It 
will help you get a bigger share of the growing 
remodeling and modernization market. 

And—if you’re not already handling Fiberglas, 
get in touch with one of the five national distribu- 
tors listed below—now. Learn why you, too, 
should handle the fastest-selling insulation! Owens- 
Corning Fiberglas Corporation, Department 64FL, 
Toledo 1, Ohio. 


BUILDING INSULATION 


AVAILABLE THROUGH 5 a we 


; , Sele “é- 
_tFiperatas | is the trade-mark tag. u. S. Pat. Off.) 
: . Of Owens-Corning .fibergiss Corporation fér e 





_varibty of Products made of or with fibers of gies. 


ee PSERTAIN. TEED, “THe € FUNTKOTE i. AND eS ISLAND — 


CORP. ONTARIO PAPER CO. 
inna ana re New York, N.Y. Minneapolis 2, Minn. Gouna oua 
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Marder NS 


LICHTY—OF ‘‘GRIN AND BEAR IT” 


"These Slumber Bums won't make me miss 
that 5:10 commuter AGAIN, now that 


EVERYTHING HINGES ON HAGER /' 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Step Up Profits 
wt 
PLASTIFLEX 


beaded-type wall finish that 


paints and plasters in 
ONE coat! 


This outstanding, scientific, 
one coat wall paint covers 
practically any surface such 
as — wallboard, wallpaper, 
celotex, masonite, etc., in one 
application. 














Plastiflex, since it primes, 
seals, and finishes in one coat, 
is ideal for offices, homes, 
public meeting places, game 
rooms, basements, apartments 
—wherever a durable, wash- 
able, one coat paint is desired. 








| BEAD 1SH 
p ED TYPE WALL FIN 1 
AINTS & PLasTERS IN ONE COA 


880 WE 





12 eT 
6%. NoRTH BRANCH STRE 
CHICAGO 22,U.5S-A4: 


| Avenican WAN Co: 


SALES appeal is tremendous and so are your profit oppor- 
tunities with the amazing new PLASTIFLEX .. . the wall 
finish that paints and plasters in a single coat. 


PLASTIFLEX is the result of long-term research and test- 
ing by the American Varnish Co. It has been tested and 
proved 100% successful in every type of application. It 
dries in just four hours and eliminates the need for prim- 
ing or sizing most surfaces. It’s easy to apply and is ex- 
tremely durable. 


PLASTIFLEX is available in nine eye-appealing pastel 
colors plus black and white. 


WRITE TODAY FOR COMPLETE INFORMATION 
AND COLOR CHARTS 


Manufacturers of varnishes — paints — stains — lacquers — synthetic 
enamels — cello film — soldering flux and special coatings. 











tL, 
June 2, 1951, AMERICAN LUMBERMAN © 





I 


Burr 






It Takes GOOD MEN 


to produce 


GOOD LUMBER 


— and Pack River's got the Men with ‘know-how’! 

















































Meet a 
“SETTER’ 


Jack McNeil might well be termed “King” of “Setters”. Of his 51 years 
of service in the Jumber manufacturing industry, 48 have been as 
“Setter” — the last 25 of them on the carriage of a double-cut band 
mill at Northwest Timber Company. As with many other of our em- 
ployees, his years of experience are a valuable contribution to the 
production of fine, high-quality lumber. 






Pack River Produces Only the Finest Kiln-Dried Western Woods 


Idaho White Pine 


Ponderosa Pine 
NORTH IDAHO Sold through 


Engel Ss 
cua Wah Meher Wholesalers Only! 


Fir and Larch 





— Representing — 


Pack River Lumber Cc. 
Sandpoint, Ida. 


& . Northwest Timber Co. — Gibbs, Ida. 






y§ fre Thompson Falls Lumber Co. 


Vy Zp ZZ Thompson Falls, Mont. 
PUL Z g 
Lit bhi YW 


) id Wii Z YF 
Se SAUCES AN 
== We Spokane, Wash. 
ee Teletype — Sp. 105 
P.O. Box 64 Tel. Madison 0121 


35 


In granular tan, coral, green, 
and blue. Other shades Natural 
White and Dove Gray. 


jutiful is the word for these hand- 
some granular surfaced Mustang 
asbestos cement shingles. Each 
Mustang shingle is embossed with 


the natural grain showing all the made by the makers of Mustangs among 


beauty of weathered wood. architects, builders, and lumber dealers. 


‘manent as granite! The granules on Mus- 
. a 


Washable, Too! The new granular Mustangs, 
like every dependable Mustang asbestos 
shingle, is made new again with every rain, 
and the color stays. 


tangs are put on to stay. Unlike ordinary 
granular shingles, granuled Mustangs are 
manufactured by a special process which 
prevents granules from rubbing off. Mus- 
tang ceramic granules stay in the shingle. 


Popular Colors The four new Mustang gran- 
ular shades—green, coral, tan, and blue— 
are the most popular siding colors. They 
were selected after an extensive survey was 


© OO Ss ee 


Write for FREE SAMPLE 
Shingles of the New Mustang Colors! 


® Send us on your letterhead a request 
for a beautiful display containing six 
sample shingles, in the six new popular 
Mustang colors. This sample board will 


The ASBESTOS CO. of TEXAS iapeeeteaiaestesbersttas 


PO. BOX 1082 HOUSTON 1 Remember, IT PAYS TO SELL ene 
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EXTRUDED ALUMINUM MOULDINGS 


Will Continue to be ae 





The policies that have helped build 8 & T's leadership will be maintained. 


Production of Chromedge Metal Trims will be 
continued through the coming months, in a wide 
variety of the popular functional or retaining 
shapes. Our distributors and dealers everywhere 
will continue to find, in Chromedge, the preferred 
answers to all basic needs for mouldings that con- 
tribute to safety and sanitation, and to the welfare 
of their customers. 


This endeavor to meet the nation’s needs to the 
best of our ability, within limits established by the 
National Production Authority, will continue as 
the firm policy of The B & T Metals Company. 


Although metal supplies and production limita- 
tions cannot at this time be predicted, B & T will, 
in the future as in the past, strive in every way 


In every other way, The B & T Metals Company 
will do its utmost in the interests of its distributors 
and their dealers. In this light, we strongly urge 
every dealer to safeguard his interests — and his 
profits —by continuing to keep in close contact 
with his Chromedge distributor regarding all 
moulding requirements and availabilities. 


A list of Chromedge mouldings scheduled for 
future production as of May 1, 1950, has already 
been issued. If you do not have a copy of this 
availability list, your Chromedge distributor can 
supply it, or you may write to The B & T Metals 
Company for your copy. 


Metals Co. 
& Columbus 16, Ohio 


possible to see that each customer gets a just and 
fair portion of all available Chromedge mouldings. 
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PAINE 


























T. M. REGISTERED 





are Unconditionally Guaranteed 


what makes that _guarantee good 


and here’s 








interlocking, 


ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what's beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
ner such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than four million Paine Rezo doors in 


| Monae by th) 


PALME LUMBER C0. 


buildings of every type. No other hollow core door hos 
been so widely endorsed, so thoroughly time-proved. Re 
member, when you specify Paine Rezo doors your sotisfae 
tion, now and in the future, is unconditionally guare :nteed. 

See SWEET’S catalog — or write for an_ illustrated 
data bulletin. 


ho ence 
ESTABLISHED 1853 
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BUILDERS SAY: 


What a Time- 


Builders are really excited about this new window 
unit and no wonder! It’s the well-known Fenestra* 
Steel Casement—plus the brand-new combination 
Outside/Inside Metal Trim .. . 5-in-1 unit that’s 
really profitable for the builder and you! 

It’s nailed to sheathing, anchored to studding. 
Wham, bam! No trimming! It’s already completely 
trimmed inside and out. 

Carpenters make openings same for frame or brick 
veneer. Run sheathing right over stud and cripple— 
then saw it off flush. Plaster or dry wall butts against 
the metal trim inside. Shingle, siding, stucco or brick 
butt against it outside. No finishing required. 

Trim is galvanized, Bonderized and has a baked-on 
coat of prime paint. Head and jamb members are 
18-gage steel. Sill is 16 gage for even greater strength. 

And you sell the frame, sash, inside trim, outside 
trim and hardware as one item! 





Now Available . . . Fenestra Hot-Dip Galvanizing 


The combination of the strength of steel and pro- 
tection-plus of Fenestra Hot-Dip Galvanizing puts 
new meaning in the term ‘maintenance free”. Gal- 
vanizing protects permanently, eliminates painting. 


Fenestra Windows are galvanized in Fenestra’s 
own special new plant (the only one in America 
especially designed to galvanize steel windows) 
where the whole process is completely and auto- 
matically controlled. 


Get complete information on the new Trimmed 
Unit and check on Fenestra Galvanized Windows. 
Call Fenestra Building Products Company (listed in 
your phone book) or write Detroit Steel Products 
Company, Dept. AL-6, 2269 E. Grand Boulevard, 
Detroit 11, Michigan. *® 


WINDOWS + DOORS - PANELS 


engineered to cut the waste out of building 
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PRODUCT you can easily sell whatever your customers’ con- 
struction plans! ‘Century’ APAC—Keasbey & Mattison’s 
versatile asbestos-cement structural board—lends itself equally well 
to both interior and exterior siding applications . . . to new structures, 
repairs, additions, modernizations. And it helps customers build better 
at less cost! 





CASE TER A 
ee 





Dunton's Cafeteria, Dallas, Texas. Attractive front is "Century" APAC, 34” thickness. 
Architect: Ralph Pease, Jr., Dallas; Contractor, Jansen Construction Company, Dallas. 


Smart modern appearance... 
easy, economical to construct 


with Contury.” APAC! 











KEASBEY & MATTISON 


COMPANY - AMBLER + PENNSYLVANIA 


ORIGINAL 
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MANUFACTURERS OF ASBESTOS-CEMENT SHINGLES 
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APAC for APPEARANCE! For exterior 
use, APAC can be finished to give 
an attractive, stone-block effect. 
For interior use, APAC takes deco- 
rative colors well, or it can be left 
natural to take advantage of its 
pleasing neutral gray color. 






















APAC for APPLICATION EASE! Sturdy 
sheets are large size (standard 
4’ x 8’); are easy to cut and fit on 
the job; can be readily fastened with 
ring fettered nails or screws. With 
APAC, large surface areas can be 
covered quickly, easily, with mini- 
mum labor cost! 













APAC for CONTINUED ECONOMIES! The 
original low cost of APAC only be- 
gins the cost savings! The all-mineral 
asbestos and cement composition 
resists weather and moisture—can’t 
burn—will not rust or rot, can’t be 
hurt by rodents or termites. It 
doesn’t even need protective paint- 
ing to hold its durable finish. Main- 
tenance costs are really minimized 
with APAC! 















And you’ll find ready acceptance for 
“Century” APAC. It’s nationally 
advertised to your customers in such 
leading publications as TIME, 
BuSINESS WEEK, COUNTRY 
GENTLEMAN, SUCCESSFUL FARMING, 
MAGAZINE OF BUILDING, AMERICAN 
BUILDER, and PRACTICAL BUILDER. 

















You can recommend "Century" 
APAC whenever a builder, con- 
tractor, or architect has a problem 
calling for progressive design and 
construction—for theaters, stores, 
residences, multi-family dwellings, 
and industrial structures of all types. 
Ask your Keasbey & Mattison dis- 
tributor for complete details, 0 
write us direct. 















IN THIS COUNTRY 
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" SPECIALIZING IN 


aoe EE oT = PONDEROSA PINE 


DOUGLAS FIR 
REDWOOD 


@ Another reason why the Sargent 4500 LUMBER 
leads among bored-in locks — it never WHR £@) 54.4 


has to “hang on by a fingernail” because MOLDINGS 
the 4500 has a full 14” bolt throw. 
SIDING 


Relea le 





And you know the bolt will travel the 
full distance every time because the 
Sargent 4500 is built with four separate 


springs for smooth, positive latching. 


Ask your supplier or write us for 
full details on this easiest-to- 
install lockset. Dept. 3F. 


Aeteoky— cheo.).Silbernagel 


mee GENERAL’ OFFICE 
argent & Company 8 S. Michigan Ave.,- Chicago 3, Ill. 
New York New Haven, Conn. Chicago Telephone RAndolph 6-0540 


Builders Hardware and Fine Tools since 1864 
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This interlocking type shingle has been tested in every 
weather—and has weathered every test! Self-aligning 
plus interlocking makes for easy, fast application. 
Concealed nailing at four points plus interlocking 
means TEX-LOK is locked down to stay put! 


LOK ISece 


ONLY 42% EXPOSURE 


It’s a fact—only 42% surface of each TEX-LOK is 
exposed to the weather. (See light area on shingle 
above.) So—it’s double coverage plus. An average of 
more than two interlocking thicknesses of rugged as- 
phalt shingles over the entire roof area. 


THERE’S NO BETTER SHINGLE VALUE ON THE MARKET TODAY! 


Heavy duty, double coverage, interlocking 
—and fire-resistant. For new construction or 
re-roofing, for farm and commercial build- 
ings. Good-looking on the roof, too. In a 
selection of beautiful colors, plain or tex- 
tured surface. 

And—TEX-LOK carries the name that 
millions know and trust—TEXACO. There’s 


In the East, it’s TEX-LATCH 





Another top-performing 
Texaco asphalt shingle — 
TEX-LATCH. Heavy 
duty, double coverage, in- 
terlocking — similar to 
Tex-Lok except in method 
of locking tabs. Available 
in the areas served from 
the Edge Moor, Delaware 
roofing plant, 


no finer name in roofing. There’s no better 
shingle value on the market today! ° 


x * * 


TEX-LOK shingles are available in the areas 
currently served from roofing plants located 
at Lockport, Illinois; Port Neches, Texas 
and Port Wentworth, Georgia. 


MEMBER OF THE 


ASPHALT ROOFING INDUSTRY BUREAU 
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For the first time, we are offering you 
a binder — at a manufacturer’s cost 
price — to help you keep your copy of 
the annual Dealer Products File in a 
twelve month usable condition. Will 
keep your copy from getting dog-eared 
or tackey looking! You'll use it this 
year, next year and many years to come! 


This sturdy binder will save wear and 
tear on your issue — will make an at- 
tractive counter book and will be well 
worth your investment. It’s only one 
dollar ($1.00) and yours for the asking 
today! 


Order your binder now and you'll have 
it on hand to put your 600 page 1951 
Dealer Products File into a safe keep- 
ing reference hardboard cover. 


SEND YOUR DOLLAR 


TODAY! 


it’s new! 


It’s practical! 


It's yours for only $1.00! 


HARDBOARD 
COVER FOR YOUR 
DEALER PRODUCTS FILE 





covers are made of hard case binder’s board 

covering is a long wearing leather-like fabric 

all metal—riveted—rod to hold issue securely in place 
hinges are completely reinforced 

cover is stamped in gold lettering for easy identification 
simple to insert your copy—anyone can do it 


supply is limited—first come, first served! 


American Lumberman 

139 N. Clark Street 

Chicago 2, Illinois 

Send me ........ hardboard covers for my copies of the annual 


Dealer Products File at $1.00 each. 


Check Inclosed Bill me 


eo e eee eee eresre reese s ees seeeeeeseeeeeseeeeseseseeer? 
eee eee eee rere eee reese eeseeeeeeeeseeseeeeseseeessese® 
eee eraser sere eereeeee ieee eseseeseseeeeeseseeeeeeteeseeeee® 


eee eee ee eee eee ee ewe eee esse © eH s 6 oe eA. weer ener eeeer’ 
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Completion of the Johnson Wax Research Lab- 
oratory marks a milestone in the effective use of 
reinforced concrete. Created for S. C. Johnson & 
Son, Inc. by famed architect Frank Lloyd Wright, 
the 154-foot tower and related structures used 
6,960 yards of concrete, reinforced by 504 tons 
of bars and 542 tons of Wheeling Steelcrete— 
solid steel mesh made from 3¥-inch plate, the 
heaviest expanded metal produced to date. 


Steelcrete for reinforcing is only one of many 
products for which architects and builders rely 
on Wheeling. When you stock the complete 
line of Wheeling building materials, they know 
you can supply products that are the ideal solu- 
tion to their construction problems—whether in 
advanced design such as the Johnson Wax Re- 
search Laboratory, or for buildings of more con- 
ventional type. 


THE WHEELING LINE OF 
BUILDING MATERIALS INCLUDES: 


Steelcrete Reinforcing Mesh, Expanded Metal, 
Metal Lath and Metal Lath Accessories, Tri-Rib 
Steel Roof Deck, ExM Angle Partitions and 
ExM Vault Reinforcing to meet # 10 Insurance 
Classification. 


Write for descriptive literature and technical data. 


Wheeling Corrugating: 
Company 
BUILDING MATERIAL DIVISION 
Wheeling, W. Va. 





ATLANTA BOSTON | BUFFALO CHICAGO COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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HARDWOODS OF MERIT 


Your customer will be pleased with the superior qualities of Appalachian Hard- 
woods. Beauty of grain that assures attractive appearance. Softness of texture 


means easy machining. 


For your requirements in Appalachian Hardwoods consult the leading suppliers on 


this page. 


The M. B. Farrin Lbr. Co... .Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. ‘Century’ 
Oak and Maple Flooring. 


*M. E. Crisp Lbr. Co. 


West Virginia and Kentuc! 


Welch, W. Va. 


Appalachian Hardwoods, Oak, 


Poplar, Beech, Maple. Ash, Hickory, Chestnut and other hard- 


woods. All facilities. 


«Cherry River Boom&Lbr.Co.,Richmond,W.Va. 


A hi Hardwoods, Flooring, Planing Mill Products, 
a we Glued Dimension. 


D. D. Brown..............+--Elkins, W. Va. 


Mirs. Band d Circular Sawn West Vir Ap chian 
Hardwoods—Kiln-Dryin and Planing fan rediitice. 
Established 1880. 


«Christian Lumber Co.......Monticello, Ky. 


*McCracken & McCall, Inc...Lexington, Ky. 
Appalachian, Hardwoods P BEVEL SIDING 


OPLAR 
Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, O. 


Mills at Combs, sy. and West Irvine, Ky. 
Complete Line of Appala eo Maple and Oak 
t) ig. 


*jJ. P. Hamer Lbr. Co.......Kenova, W. Va. 


Manu‘acturers 
Appalachian Hardwood Lumber 


*The Mower Lbr. Co.....Charleston, W. Va. 


West Virginia Hardwoods, Flooring & Glued-up Dimension. 
Dry Kiln and planing mill facilities. Pats: Cass, Nallen, Dailey. 
Durbin, Colcord & Pettus, W. Va. 


*Meadow River Lbr. Co.....Rainelle, W. Va. 
Manufacturers of West Virginia Hardwood Products. 


*Wood-Mosaic Co., Inc.......Louisville, Ky. 


A Hardwoods Exclusively “Parkay” Ready-Finished Hardwood Floo » Lumber, 
Stipping Points Burnside, Kentucky ension. = 


Veneers, Dim 
Always Specify 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 


i ed 


a * 
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pooR EQUIPMENT 


Why struggle with garage dunes 
that sag, stick: in 
the wind? For very low cost yeu 
convert old-fashioned 
wre into the sanders 
type with 
ge Door Equipment. 
we ta have & 
down 


y aperale it. 


A wwist of the } and Stanley 
Dow Faguipme nt dors the work h 
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We're putting ideas 
in your 

customers’ 
heads... 


* 


With these 
full-page, 


full-color 
Gold Bond ads 


Ce4 4 


, Tu 


q NEXT AD RUNS [~~ weredel beter wth 
JUNE 30 me 2 Gold Bond 


VERY day, remodeling is becoming a bigger 
market for dealers. And Gold Bond helps 
you get the big share with these powerful, timely 
IDEA ads seen by millions of POST readers. 
We’re showing your customers how they can build 
new rooms with Gold Bond Grain Board and ~\ 
Gypsum Board...how joints can be hidden with 
Gold Bond Perforated Tape Joint System...how walls 
can be decorated with amazing Gold Bond Color 
Texture in the 8 new colors women want most. 


There’s profit in remodeling jobs like these! 
And remember, each Gold Bond remodeling job is 
an ad for you... bringing more sales, more profit! 


You'll buil do r Fireproof Wallboards, Dec- 


orative Insulation Boards, 


remodel better with Lath, Plaster, Lime, 
Sheathing, Wall Paint, 


Textures, Rock Wool Insu- 
old Bond lation, Metal Lath and 
Sound Control Products. 


NATIONAL GYPSUM COMPANY e BUFFALO 2, NEW YORK 
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Corbin 


Tubulars! 


If you want 
your sales to grow, 
Feature brands 
that buyers know! 


Corbin Tubulars and other fine 
Corbin Hardware are nationally 
advertised in twenty-three (23) 
publications, including: AMERI- 
CAN HOME, THE SATURDAY EVENING 
POST, SMALL HOMES GUIDE, HOUSE 
BEAUTIFUL’S MAINTENANCE AND 
BUILDING MANUAL, BETTER HOMES 
AND GARDENS’ BOOK OF BUILDING, 
\ AMERICAN BUILDER, PRACTICAL 
BUILDER, leading school, hospital, 
and architectural publications. 
No other door hardware is so 


_ widely advertised! 








It's a wise choice — for your customers,.for you — when you 
recommend Corbin Tubular Locks and Latches for any home. 
Here’s why: 


Corbin Tubulars are quality hardware, yet priced within 
the budgets for modest homes. 


Corbin Tubulars are quick and easy to install, yet ruggedly 
built to serve for many years. 


More and more of your customers are learning about these ° 
advantages through Corbin advertising in lenin: national pub- Pp . & F. Corbin 
lications. They know that Corbin Tubulars provide both the DIVISION 

quality and economy to fit their needs. Why not cash in by 

showing — and selling — Corbin Tubulars NOW! The American Hardware Corporation 


Corbin Tubulars are made with metal or glass knobs, and in New Britain, Connecticut, U. S. A. 
functions for every residential door. 


(GOOD BUILDINGS DESERVE GOOD HARDWARE 
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A the MALTA manufacturing company 


MALTA, OHIO Supreme Quality Since :90! 
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BUCKSKIN READY BEND 
1/10” pebbled wallboard es- 
pecially useful in display work. 
4'x 8 panels... 20 pieces 
per bundle. 





ECONOMY 

A lot of value at low cost. 
Smooth finish both sides. 4 ply 
3/16” ...48” wide...6 to 
12 ft. long...12 panels per 
bundle. 


EBONY 

Ye” asphalted underlay board. 
30” x 48” (100 sq. ft. per 
bundle). Also standard panels 
48” wide, 4 to 12 ft. long. 


DUO-TONE 

2-color 3/16” wallboard in 6 
different color combinations. 
Four ply... 48” wide... 6 to 
12 ft. long. 12 pieces per 
bundle. 


Which of 


PERFECT-O-CELL 

3/16” pebbled wallboard with 
extra sizing on both sides. 
Rich, cream color. 48” wide... 
standard lengths 6 to 12 ft. 


‘MAMMOTH 


%" pebbled wallboard of 
great beauty and strength. 
48” wide . . . standard lengths 
6 to 12 ft. Bundles of 10, 





these Fast-Selling 


PLASTERGON WALLBOARDS 


BUDGETAIRE 

5/16” insulating board, Lico- 
rice root fibers. Factory painted 
one side. 48” wide . . . 6 te 
12 ft. long . . . Bundles of 10. 


LOCKAIRE 

Y_” insulating board, Licorice 
root fibers for greater strength. 
Factory painted one side. 48” 
wide ... 6 to 12 ft. long... 


LOCKAIRE 

Yo" and 25/32” Asphalic 
board. 48” wide... 7 to 12 
ft. long ... Also v-joint panels 
2'x8’. 25/32 building boards. 


Be prepared for any customer requirement with 


PLASTERGON 
Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P. O. Box 40, Station B, Buffalo, N. Y. 


the most complete wallboard line available today 


Plastergon furnishes and you can sell boards of all types 
. ... pebbled, 2-colored, insulating asphalic, 
underlay, and plain finish. 


Plastergon furnishes at least one board in each of the 
following thicknesses . . . 1/10”, 4%”, 3/16”, 1/4", 
5/16”, 14", and 25/32”. 

Plastergon furnishes boards in a wide variety of sheet 
sizes .. . and in planks and ceiling tile as well. 

Yes, Plastergon has the most complete line to help 


you meet all of your customers’ needs. Write or 
phone today for full details. 
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But we are having a hard time keeping up with the 


increased demand for K-Venience clothes closet fixtures and K-V 





builders’ hardware. Material shortages and partial conversion 
to defense production, make it difficult for us to give 

our usual prompt service. We're doing our best, however, 
to provide fair allocation of K-V production. Although 
preference must be given to regular’ customers, we look forward 


to serving new customers as soon as possible. 


GRAND RAPIDS 4, MICHIGAN 


FOR OVER FIFTY YEARS 
manulacturers of quality 
hardware and fixtures 
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“Decorator Effects” at Budget Coste—with MENGEL PLYWOOD 


( 











WALNUT 





MAHOGANY » OAK AE BIRCH 


Lurwious Walls 
at ECONOMY Pxcco! 


I you have ever had any reservations about “dry-wall” construction, 
forget them now, and prepare to capitalize on Mengelux and Mengelbord! 


Mengelux (above) is fancy-face hardwood plywood — Precision Cut am 

to closest tolerance in length, width and thickness. It’s available in yw 
48” x 96” panels, and other standard stock sizes —in Mahogany, Walnut, 

Oak and Birch. Many decorators consider it more beautiful than 

high-priced “architectural panels” because it is allowed to retain all FANCY FACE 
the natural characteristics of the fine veneer with which it is faced. 


DELUXE PLYWOOD 





Mengelbord 
Wherever precious woods are not required, Mengelbord offers advantages 
obtainable in no other utility plywood. It is genuine hardwood through- 


out — has one-piece face, free from joints and oval patches .. . free 
from grain-raising. 


Most Mengelbord panels are all-white or nearly all-white. Others have 
the spectacular heartwood figures which some designers select especially 
for exotic interior effects. Whatever the “figure”, all Mengelbord panels 
can be stained, painted or finished natural. 


See Mengelux and Mengelbord, and be convinced! If your dealer cannot 
furnish samples, write direct for full facts. 


Plywood Division, THE MENGEL COMPANY, Locceclle 7, Ky. 


The Mengel Company . . . America’s largest manufacturer of hardwood products @ growers and processors of timber ® manufacturers 
of fine furniture @ plywood @ flush doors @ veneers ® corrugated containers @ kitchen cabinets and wall closets 
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SURVEY AND SELL! 


Within a stone’s throw of every lumber and 
building products store in the United States and 
Canada is a structural improvement jeb waiting 
for a creative salesman to develop into a profita- 
ble sales contract. 


In every city block and on every farm in a 
dealer’s trading area, are numbers of jobs 
awaiting a survey of need followed by the build- 
ing of the specifications to fill the need. 


Every factory, every institution, every store 
on Main Street in each community needs some 
addition or improvement which will increase the 
output, profit and proficiency of its operation. 
Nearly all such improvements involve the ma- 
terials and services of the dealer. It is a ready 
market just waiting to be sold. 


How can the gap between this need and its 
fulfillment be bridged? Only by bringing sales 
potential and sales performance into proximity. 


This involves having eyes to see—and the fol- 
low-through to record—the need. The process is 
to survey and sell. All that is needed is to sur- 
vey, suggest, estimate, demonstrate and ask for 
the order. 


Four merchandising steps are required: 


1) Develop survey blanks for the different 
types of properties. (These need not be involved. 
Simple mimeographed or multigraphed forms 
can be used.) 


2) Obtain and train personnel to conduct 


Buito1Inc Propucts MERCHANDISER 


these surveys. Available for this work are com- 
pany personnel and contractors and mechanics, 
temporarily out of work. 


3) Each survey should then be analyzed from 
a labor and material requirement viewpoint, a 
price determined (monthly payment) and a pres- 
entation built. 


4) The presentation should be made and the 
sale closed by a company salesman. 


Experience of applicators and dealers using 
this method of creative selling shows that the 
dealer can expect one sale out of each three pres- 
entations made. The other two presentations 
are not lost sales but are temporarily deferred 
in most instances. 


One of the best sales arguments to the proper- 
ty owner, in addition to the customary benefits 
of greater comforts, increased beauty, money 
saving economy, betier efficiency, etc., is the fact 
that such improvements are the best possible 
hedge against inflation! 


For the dealer, in addition to the sales volume 
and profit inherent in the program, to survey 
and sell is a vital and practical way to replace 
sales volume and profit lost because of curtail- 
ment in new construction. 


Here is a most important road to sustained 
volume and profit in 1951. 


Art Hood 





THESE MEN are the brains of the Harvey Lumber Co. 
television show. TV director Ed Skotch, left, kneels to 


LUMBER AND FLOORING and the different grades of 
each are explained to show why it is not always necessary 


to use the best grade. 


watch Art Youngquist (Dr. Fixum) demonstrate a home 
repair job. Looking on, left to right, Harvey Goldberg, 
vice-president of the Harvey Lumber Co.; James E. Copan, 
Harvey’s advertising manager, and Bud Fischer, M. M. 
Fischer Associates, agency for the account. 


Selling by Television 


Home owner is educated and entertained on 
Harvey Lumber Company’s show in Chicago. Best 
of all, the program pays off at the point of sale. 


Television as an advertising media 
for the lumber dealer is in its infancy. 
Because of technical limitations, the 
number of dealers who can use this 
media is thus far limited. But al- 
ready some dealers in the metropoli- 
tan areas have tried it—successfully 
and unsuccessfully. 


An increasing number of dealers 
will experiment with television as 
the network cables are extended. 
This is the first in a series of articles 
on this new medium and how it can 
be used successfully by the building 
materials dealer to increase his sales 
volume. 


Watch American Lumberman for 
additional stories of dealers who have 
had experience with television adver- 
tising. 
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Harvey Lumber Co., Chicago, 
is a big newspaper advertiser, 
spending several thousands of 
dollars each month for large 
department-store type display 
ads in the major Chicago news- 
papers. 

Two months ago this firm 
decided to experiment with 
television. A five-minute trial 
program convinced Harvey 
Goldberg, vice-president of 
Harvey Lumber Co., that tele- 
vision could sell goods for him. 
Within five minutes an an- 
nouncer offered the television 
audience asphalt tile at four 
cents per square; step ladders 
at $1.69 and steel garage doors 
at $49.95. Half a dozen sales- 
men remained in the store at 


HOBBY PROJECT—making a lamp—is concluded on this 
program. Electrical fixtures are sold at Harvey’s. 


10:30 p.m., program time, to 
handle whatever calls might 
come in. 

Phones at the Harvey Lum- 
ber Co. started ringing and 
didn’t stop for more than an 
hour. An estimated 150 calls 
were received that night. Sales 
included 18 garage doors. Offi- 
cials at Harvey Lumber Co. 
were naturally pleased by the 
response. 

“If we had that good an au- 
dience, I decided it was up to 
us to offer some real values,” 


How Expensive is Television? 


Frankly, television is an expensivé 
advertising medium. The agency, pro 
ducer, props and time on the air ru 
into a lot of money. Approximately 
$1,800 per program in the case of 
Harvey’s. 

But the expense must be considered 
in relation to returns in the form of 
sales. These additional sales have 
thus far made television a successftl 
advertising medium for Harvey’s. 

“It is definitely paying off,” says 
James E. Copan, Harvey’s advertising 
manager. 
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CAMERA FOCUSES on Harvey’s garage. This firm has 
fone a big job in the garage market through newspaper 


and television advertising. 


said Harvey Goldberg. 

Three weeks later the com- 
pany was on the air over 
WENR-TV with its first in a 
series of 26 weekly half-hour 
television shows. The program, 


which is televised at 10:30 
p.m., Thursday nights, is not 
intended primarily for hobby- 
ists, although at least one 
project for the hobbyist is 
shown on each program. 

The programs have been edu- 
cational, entertaining and, 
most important they have cre- 
ated store traffic for Harvey’s 
and sold many thousands of 
dollars worth of building mate- 
rals. The educational side of 
the programs have included an 
explanation of the various 
grades of lumber and flooring 
With actual samples as demon- 
stration pieces, showing why 
it is not always necessary to 
use the best grade; explana- 
tion of the various types of in- 
sulation and methods of heat- 


= ng; how to apply siding. At 


east one department—Iumber, 
millwork, plumbing, etc.—is 


HOW TO USE wire fencing between studs to hang the 
garden hose on in the garage is demonstrated by Dr. 


Fixum. 


featured on each program. 
Only two people appear on 


the Harvey television show. 


One is the announcer, Ed Pren- 
tiss, a foil for Art Youngquist, 
who is known to the television 
audience as Dr. Fixum. Young- 
quist, who is in his second year 
in television, is an editor of the 
“household hospital” depart- 
ment of Science and Mechanics 
Magazine. The various projects 


on the program—how to lay a> 


flagstone walk, fabricate a 
lamp for the living room (elec- 
trical fixtures from Harvey’s) 
or how to turn wire clothes 
hangers into useful household 
gadgets — are handled by 
Youngquist, who answers the 
various questions slipped to 
him by Prentiss about each 
project as it goes along. 

The three commercial an- 
nouncements on the half-hour 
program are handled by Pren- 
tiss. These are tied in with 
several major items sold at 
Harvey’s including a garage 
and various models of a shell 
house. Models of these houses 


MODEL HOME, one of several advertised by Harvey on 
the television screen. Prices are quoted on the program. 


are presented on the program 
and appear, of course, life size. 
The model houses are rotated 
on a platform so the television 
viewer can see every perspec- 
tive. They are built on a scale 
of one inch to the foot. 

Near the end of every pro- 
gram-a bargain item is offered. 
These items have included door 
checks at 99c (20 dozen sold) ; 
aluminum window ventilators 
at 99c (over 800 sold); ham- 
mer, screw driver, pliers and 
nail sets at 99c (10 dozen sets 
sold); and asphalt tile squares 
at 4c apiece (1,800 cartons, 89 
pieces to a carton). Since these 
items are real bargains (one 
dealer in the southwest, an 
American Lumberman field 
representative discovered, was 
selling the identical ventilator 
for $2.30), they create heavy 
floor traffic. None of these bar- 
gain items are advertised in the 
newspaper. It is necessary for 
the customer to come to the 
store to pick them up—no 
phone or mail orders. 

Preparing these programs 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 








TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 
to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $49.50 NEW YORK 


(Price subject to change without notice) 
Order direct from 


L. R. BRADLEY & COMPANY 


Dept. A-75! 


25 West 45th St. — NEW YORK 19, N.Y. 














The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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SUNDAY AT HARVEY LUMBER CO., CHICAGO 





- 


CUSTOMERS ARE HANDED a number just inside the 
Man with microphone in his hand, left, will an- 


door. 








nounce customer’s number when a salesman is available. 


i : | 7 — 
Dr.fix-UM ¢ TV. Fah aa | 
WEE con HERE Suny 0" 2" 


are Fas re meneeem «22 HARVEY LUMBER CO. 





DR. FIXUM (Art Youngquist) is the main Sunday attraction on the second floor. 





Big banner helps draw crowds. Signs, right, point way to free refreshments and 


movies. 


PARKING LOT IS WELL FILLED by Sunday crowd of shoppers. Many cus- 





omers carry away goods on the top and sides of their cars. 


or production is a big job. 
ather frequent conferences 
urine the week involve Pro- 
fucer Skotch and Dr. Fixum; 
bud Fischer of M. M. Fischer 
‘ssociates, advertising agency; 
ames E. Copan, advertising 


anaver for Harvey’s, and 
arvey Goldberg. Monday’s 
onference often lasts two 


ours. Ideas for forthcoming 
rojects are discussed, what 
todu:ts to push and how to 
resent them are talked over 
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along with suggestions for pro- 
gram improvement. Thursday 
night between 8 and 9 o’clock 
the program goes into rehear- 
sal for timing and mistakes 
which are easily detected and 
corrected on the control room’s 
television screens. 

At 10:30 the program goes 
on the air, opening with a Har- 
vey garage; the _ television 
screen immediately fills with a 
full-size garage door, labeled 
with the Harvey name, address 








THREE FLOORS OF MERCHANDISE are available for 
shoppers including a bargain basement. 





CLOSEUP VIEW shows Dr. 
demonstrating one of his lamp proj- 
ects shown on television. 


Fixum 





FREE COFFEE and light refresh- 
ments are available on the second 
floor. 





and telephone number; An- 
nouncer Ed Prentiss’. takes 
over, introducing Dr. Fixum, 
and the show is on as the two 
men discuss the various proj- 
ects Dr. Fixum develops as 
they sit at a work bench in a 
simulated Harvey garage. The 
opening steps of each project 
are detailed and the later 
stages are explained. Televi- 
sion viewers quickly tire of 
looking at the same thing very 
(continued on page 100) 
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PENINSULAR, LOCATED IN THE MIDDLE OF “PAINTER’S ROW,” also 
attracts many motorists with its ideal location on a well-traveled thoroughfare. 


J. A. CROUCH, owner of the Penin. 


—=. 


sular Service Co. 


Treated Lumber Opens the Door to 320 New Accounts 


Miami dealer develops a market for numerous 
treated lumber items; uses this sideline as a springboard 
to additionai sales in commercial field. 


Treated lumber isn’t new. 
The Peninsular Service Co., 
Inc., Miami, Fla., was the first 
lumber dealer concern to start 
treating lumber against mois- 
ture in this area over five years 
ago. 

However, orders from the big 
Miami Beach hotels were few 
and far between until George 
Wild, fur salesman from New 
York, came to Miami. The Mi- 
ami fur season was short, so 
Wild ripened his acquaintance- 
ship with lumber yard owner 
J. A. Crouch into a business 
association. 

Salesman Wild could see that 
salt air, tropical sun and plen- 
ty of water—humidity, wave 
and rain—would put lumber 
through some rough tests. The 
answer was easy. Treated lum- 
ber began to appear as decking 
for Cabana walks, as decking 
for roof-top solariums, as the 
basic material for massage pal- 
lets and on hotel promenade 
piers. Beach walks, outdoor 
cat-walks and indoor duck 
walks in restaurant kitchens 
began to be specified “treated.” 
Salesman Wild opened 320 
Beach accounts in one year 
using treated lumber as a pry. 

That’s the glamour part of 
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the story, but behind this dis- 
play of salesmanship are some 
careful calculations worth con- 
sideration by any dealer whose 
lumber must withstand the con- 
tinuous action of water and 
sun. 

Lumber dealer Crouch points 
out that the mills have been 
treating lower grade 1 x 3’s and 
scant 1 x 4’s and selling them 
for decking for some time. 
Having your own treating vat 
allows you to do three things 
that are good standbys in com- 
petitive selling, dealer Crouch 
states. 

“We buy mill-run and sort 
out the clears and No. 1’s; then 
rip and treat the rest to sell as 
sun decking for Cabanas, for ex- 
ample. You may be able to buy 
treated decking from the mills, 
of lower grade, but we sell 
clears and No. 1 common where 
posible, so that the longest life 
can be obtained from the con- 
struction. Down here we figure 
the treatment itself doubles the 
life of a board walk, other 
things being equal. 

“We also offer treated items 
from our woodworking shop, 
such as the framework for mas- 
sage pallets used in the solari- 
ums and sun decks. Of course 


pre-treated lumber does no 
good in that work, for one saw 
cut—and the treatment is nul- 
lified.” 

Although opening the door 
to new repair and maintenance 
accounts has proved the selling 
possibilities of treated lumber, 
one major use of this material 
is in new construction. Furring 
strips for the usual concrete 
block Florida construction are 
ripped out of 1 x 4’s and 
treated. About 8,000 linea! feet 
can be ripped up in one after- 
noon. It takes about one-hour 
in the vat and the lumber will 
dry over night for delivery in 
the morning.* 

Sill-plates and ceiling plates, 
capping the concrete block 
where joists and rafters beat; 
are also treated to prevel 
moisture absorption and stain 
The treatment also appears t 
be termite-resistant, but oj 
course termite shields are re¢ 
ommended. Ends of joists and 
rafters are given a brush coal@ 
ing on the job. Sub-flooring als 
is often treated, while specia 
orders call for the treatmel| 
of all wood members. 

“If all lumber in an averagg 
house down here were treated 
declared Crouch, “there woul! 
be about 8,000 board feet i 
volved. The essential items 


*Peninsular uses Cel-cure, but ot? 
treatments such as Wood-life ar: er : 
used locally for similar purposes poln 
out in this article. 
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PAINT AND PAINTERS’ SUPPLIES are major items at 
Peninsular. Note raised glass show cases for brushes and 


accessory supplies. 


SOLARIUM PALLETS are another item treated to pro- 
long their usefulness. 


furring strips, sill-plates, head- 
ers—any pieces in contact with 
concrete—would run around 
2,000 ft. and can be treated for 
about $20. 

“Construction, of course, in- 
cludes all stock sizes and 
lengths and having your own 
treating vat, plus woodworking 
equipment, reduces the inven- 
tory required.” 

On exterior work that must 
be painted, Peninsular has ex- 
perienced no difficulty. There 
is no bleeding through. Paint 
goes on and stays. One such 
butdoor use might be the lum- 
ber frame holding the solar wa- 
ler heating system in place on 
back porch roof. 
Peninsular doesn’t confine it- 
Belf to treated lumber. Accord- 
ing to W. N. Whitfield, mana- 
ger, “That’s a door-opener and 
gets the repeat business, but 

ost of the income comes from 
lling buiiding materials— 
lywood, wallboard, cement, 
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THIS LUMBER VAT will take about 8,000 lineal feet of 
lumber in one afternoon. Dried overnight, the lumber is 


ready for delivery in the morning. 


ey 


PROMENADE HOTEL PIER has been treated. Duck 


boards in the kitchens of Miami restaurants are also 
treated against moisture. 


millwork, some hardware and 
paint.” 

Unlike most lumber yards, 
Peninsular Service is on a main 
city street in the heart of what’s 
known as “painter’s row”. Ina 
stretch of two blocks there are 
more paint companies than any 
place else in Miami—and for 
Peninsular this is good. 

“All the painters in town 
come to shop for paint,” ex- 
plains owner Crouch. “They 
buy their paint all along the 
line but they usually buy deep 
colors and flats from us.” 

By capitalizing on the heavy 
traffic of painters attracted to 
one area, the company sells a 
large volume of paint and 
painter’s supplies without hav- 
ing a specialty paint salesman 
in charge of the department. 
Although the paints are well 
displayed and brushes and oth- 
er painters’ supplies are shown 
at counter height under raised 
glass tops, the ap peal is di- 


rected to the painter rather than 
to the home-owner neighbor- 
hood type of trade. 

The keynote of this com- 
pany’s overall success is not 
location: it is on-the-ground 
salesmanship. 

George Wild opened over 300 
accounts in one year, “But if I 
didn’t keep on seeing them,” he 
says, “those customers would 
be placing their business with 
some salesman who did.” 

So salesman Wild visits about 
100 customers a week. In trav- 
eling over his beat on Miami 
Beach, it was apparent that he 
had established himself. At 
every stop, maintenance men 
and hotel engineers stopped 
him to say, “See me before you 
leave. I need something right 
away.” 

It usually didn’t have any- 
thing to do with treated lum- 
ber, but the local availability of 
that service had opened the 
door. 


él 








Get More Sales from Your Advertising Dollars 


PROMOTION PROGRAMS THAT PAY OFF 


Organize your sales promotions in advance; 


here are suggestions for a sure-fire sales program. 


By MARTHA NOWELS 
Nowels Lumber and Coal Company, 
Rochester, Mich. 


PART IX 


(This is the last in a series of ar- 
ticles by Miss Nowels.) 


How can you get across to 
the public a continuing mes- 
sage without large expense? 
How can you reap more profits 
for every advertising dollar 
you spend? By organizing and 
planning your sales promotions 
in advance around a well-uni- 
fied theme, you can accomplish 
both these aims. 

Advertisers, as a rule, give 
themselves more competition 
than their competitors. You 
cannot get 300% attention by 
comhining three 100% attrac- 
tions. One snare drum going 
down the street alone will draw 
more attention than six bands 
marching in different direc- 
tions. Unless carefully com- 
posed to build up one main idea 
or theme, every distraction— 
even the smallest—tears it 
down. 

What is a theme? 

An advertising theme is a 
basic concept of a business or 
a product. It is a sort of hub 
around which every spoken or 
printed message should revolve. 
A theme is never sloganized. 
A theme may never even find 
itself directly expressed in an 
ad, yet it is uppermost in the 
writer’s mind when he begins 
to write and all the time he is 
writing his copy. 

An advertising theme should 
be both timely and timeless, 
new without novelty, and up- 
to-date in any period. It should, 
of course, draw its strength 
from the past, offer assurance 
in the present, and extend a 
promise for the future—all in 


terms of the public’s self-in- 


terest. An advertiser who has 
found the right basic selling 
idea should stick to it year in 
and year out. 

What kind of theme is ap- 
propriate for your yard? 
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You must sell the most im- 
portant part of your business 
—you and your good name. No 
matter what product an ad is 
featuring, unless it also sells 
the reasons why people who 
come to you will be satisfied, 
it is not doing a complete job 
for you. 

Don’t be mistaken about the 
value of your good name. Why 
is it that a certain brand of 
product can lead in one town, 
go second, third and fourth in 
another? Same brand, same 
merchandise, same advertising, 
but not the same dealer. Where 
a dealer has won the confidence 
of the consumer, he can make 
almost any brand first in sales 
in his town. 

Selling lumber and supplies 
is only half of your advertising 
job! At the same time you sell 
lumber, you must impress 
people with your integrity, de- 
pendability, and your reputa- 
tion for top-quality materials. 
At the same time you sell wall- 
board or siding, you must sell 
the public on your friendly 
staff, your helpful service— 
your organization as a whole. 
At the same time you sell one 
customer insulation, you have 
to sell the general public on 
your courtesy, interest and re- 
sourcefulness in helping each 
one of them solve their individ- 
ual problems. 

Straight product advertising 
—the kind that says, “Insula- 
tion—blanket, batt, loose fill, 
so much per sq. ft. or so much 
per bag” is the most ineffective 
kind you can run. 


For the most effective retail 
lumber advertising doesn’t 
merely sell products and brand 
names; it sells your customers 
on your organization as a 
whole. It tells them that you 
have a well-qualified, experi- 
enced staff which is equipped 
to handle all their building 
problems, and to give them 
complete service and impartial 
advice on all their building 
needs. 


Advertising geared to today’s 
marketing problems —and to- 
morrow’s—educates the custo- 
mer as to what he can do to 
improve his home, and shows 
him the easy steps he can and 
should take to make these im- 
provements. 










Personal Service 


Above all, today’s advertis- 
ing should educate the con- 
sumer as to what you can do 
for him personally—advise him 
on financing and arrange it for 
him in your office—recommend 
a reputable architect or con- 
tractor — show him practical 
ways to save money without 
sacrificing quality in construc- 
tion. Your ads, then, really 
say, “Here’s what you can do 
—here’s how we can help you 
do it.” 

Perhaps the central theme 
for a lumber yard should be 
that which establishes the yard 
as the “Department store for 
all building needs in the con- 
munity.” Run the kind of ad- 
vertising that leaves no doubts 
in anyone’s mind that you're 
equipped to handle the whole 
job from planning to monthly- 
payment financing, from foun- 
dation to roofing, from build- 
ing and modernization to emer- 
gency and minor repairs. 

Establishing a reputation as 
“Headquarters for all your 
building needs” or ‘“Headquar- 
ters for building information 
and supplies” makes people 
think of you first ... gets them 
into the habit of coming to yol 
if they have some _ building 
problems. In that way you cal 
convince people there’s no neel 
to shop. You make shoppe! 
customers. Your customers. 








































theme, you get those who art 
interested in building to pu 
their plans on paper, to come 
to you for advice and suzge 
tions, to look upon you as thel 
friendly partner in this impor 
tant undertaking. 

You will make your adver 
tising dollars more productive 
if, in addition to using a cel 
tral theme, you also plan yoll 
advertisements to feature prot 
ucts about three to four week 






























For co 


Y 


225 w 
IN CA 


June 2, 1951, AMERICAN LUMBERMAN 4 Bui p 








Fofit with Hudee! 





i is {} t ft Ideal 




















































































DEALERS! 





Progressive lumber and building material 









0- 
to _ SINK FRAME SYSTEM 
VS ot 2.440.741 
nd 
“ ‘ ; 
EASY | EASY TO 
TO SELLE INSTALL! 
is- 
rd A GREAT LEADER 
i FOR SINK TOP AND 
fo SINK CABINET INSTALLATIONS 
on- Here’s real dollar and "sense”’ profit for you! 
cal While Hudee's features (100% Watertight— 
out 100% Sanitary—Easy to Install) make it the 
uc- finest sink rim in the world— 
lly **Profit-wise”” your advan- 
do tages increase 4 ways: 
you (PROFIT 1) Hyudee, being the 
finest sink rim, is easier to 
ome sell—and you sell more frames. | 
be (PROFIT 2) Hudee .mgkes 
ard a great leader for increased 
for sales of sink top, sink cabinet, 
om- and complete kitchen installations. 
ad- (PROFIT 3) Because they are easy 4 
ubts » to install onthe job or in <a 
u're -the shop — c 
hole a 
hly- 
oun- no rabbeting, 
uild- no scribing, no special 
mer: tools—yoy save on installa- _ 
tion costs. (PROFIT 4) Com- : 
yn as plaints, call backs, and rephAce~ 
your ments are practically eliminated—satisfied 
yuar customers mean more business. You can . 
ation Confidently Guarantee every installation with © 
eople Hudee. And they can be used with any top 
them covering material—linoleum, rubber, or plastic. 
0 you Hudee Frames are installed after all top covering 
lding has been applied, and the bowl may be 
u call removed at any time without damage to 
need the top covering. Make Hudee YOUR Sink 
p pers Frame System and profit "ALL-WAYS. 
rs. : . 
pa Of 
1 art 100% 
* WATERTIGHT 
some oe ee 
Urges 
; thelf DISTRIBUTORS IN ALL TRADING AREAS 
nipol® For complete details see Sweets Architectural File, No. 24a-20 
or write today to 
advel 
| Unbes &SekR and Ger 
a cel 
n ee MANUFACTURERS ‘AND DISTRIBUTORS 
ae 225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS | 
ween IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
MAN 4 Buitptiwc Propucts MERCHANDISER 








* Speed up deliveries 
+ Check credif 
* Spend more time selling 
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dealers everywhere are installing Executone YARDS 
Intercom Systems to get more work done 

faster M 

With the flick of a finger you give orders 

to men in the Yard, get their reply, check | | 
credit or deliveries . .. and no one need STORE 
leave their work! Your entire organization 
.  « indoors and out... is in reach of 

your ——, Inside phone calls . . . ex- 

pensive "call-backs" are eliminated. Time | 
lost locating roving employees is saved. TRACKSIDE} 
Trips from office to yard held to a 

minimum! 

Low cost EXECUTONE quickly pays for | 
itself. Up to 100-station systems available. CASHIER } 





UNCONDITIONALLY GUARANTEED. Over 90,000 guaranteed 
installations are your assurance of trouble-free performance 
and dependability. EXECUTONE Systems are individually 
engineered to your requirements. Installed and serviced by 
factory-trained specialists in principal cities. 


NCOCUIOME 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 





EXECUTONE, INC., Dept. F-8 
415 Lexington Ave., New York 17, N. Y. 
I am interested in data on EXECUTONE. 
[] Please send literature. 
[] Have representative call. No obligation. 


Name 





Firm 








Address City 
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AGAINST RUST FOR SS : 
LONGER LIFE 01 


men 
Continental Flame Sealed fence has earned the confidence of farmers : duri 


by delivering extra long service and satisfaction. It is the only fence worl 
with the Flame Sealed zinc coating for increased rust protection. Spe- with 
cial copper-steel wire adds years of life, too. Available in the semi- For 
flexible PIONEER knot and the CHAMPION hinge knot—both tops usua 
in quality, tops in durability. hom: 
Dealers find Continental Flame Sealed fencing products move fast- brok 
er because farmers know this well-known brand, and depend on its and 
long-life quality. i hard 


*Due to Government limitations on the consumption of zinc (N.P.A. Order No. M-15) : Apri 
Continental Fencing will not be available in our ‘Flame Sealed'’ brand during this i S ri 
emergency. j pri 

*Trade Marks Reg. U.S. Pat. Off. i coulk 
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How to turn a Headache into Money... and 
with ~oher Day PACKAGED TRIM sm 


is mi 
centr 
powe 


How can you make any money on small trim orders? SO yc 


CUT 5 OPERATIONS TO 1 _— 
Packaged John Day door and window trim cuts out any run- in a 
ning around. It eliminates cutting stools, aprons, stops, and your 
mullion, head and side casings for a couple of openings. displ: 


























Every package is complete. You sell a wrapped, ready-to-sell ing. I 
unit, instead of pieces. ens t] 


That helps contractors, too. There’s no sorting, no hunting for . Sin 
a your 
parts when an easy-to-handle John Day package is dropped plays 
at each door and window opening. tom e} 
Stays Clean e No Waste ¢ Smooth, Even Grain ¢ Cuts Deco- Carry 
rating Costs e Kiln Dried, Superior Grade “A” Ponderosa Pine they | 
Write for the name of your John Day distributor today. a f. 
0 
best 
OREGON LUMBER COMPANY i 
your « 
BAKER, OREGON \ remin 
tomer 
and ; 
mont} 
Ponderosa Pine PRODUCERS AND MANUFACTURERS ¢ Since 1889 nae 
in 
Buitp) 
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in advance of their peak de- 
mand. As you know, although 
certain items are sold all year 
long, their highest sales occur 
in one or two months during 
the year. Your own sales rec- 
ords will tell you when these 
peak demands are. You will 
have more sales—more value 
from your advertising dollars 
—if you anticipate the needs 
of your customers. 

















Your Advertising Calendar 





On the basis of the improve- 
ments or repairs usually sold 
during certain months, you can 
work out a yearly calendar 
with a series of monthly topics. 
For example, since April is 
usually the time when the 
homeowner checks his home for 
broken steps, cracked ceilings 
and walls, dingy walls, broken 
hardware, a selling idea for 
April might be “Spruce up for 
Spring.” Other ads for April 
could express this slogan while 
selling reroofing, paint and gar- 
ages. Show your customers not 
only the benefits they will de- 
rive from making these repairs 
and improvements, but how 
your services make it easy for 
them to enjoy these benefits. 

Probably no general ever 
went into battle without a well- 
drawn battle plan; yet many 
advertisers expect to accom- 
plish sales miracles with a hit- 
and-miss promotional cam- 
paign. Just as a plan of battle 
ls most effective when it con- 
centrates all its men and fire- 
power on a certain objective, 
so your newspaper, radio, and 
direct mail advertising becomes 
more productive when you tie 
In and coordinate them with 
your window displays, interior 
displays, and point-of-sale sell- 
ing. Every impression strength- 
ens the previous impression. 

Simplified, unified signs on 
your interior merchandise dis- 
plays, which remind your cus- 
tomers of the advertised items, 
carry a terrific impact when 
they stand out, pop out, reach 
out from every side. You can 
also obtain reprints of your 
best newspaper ads at nominal 
Cost, and can staple these to 
your delivery tickets as further 
reminders to your charge cus- 
tomers. Use envelope stuffers 
and a rubber stamp on the 
monthly statement envelope to 
plug the items you are featur- 
Ing in your advertising. 
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Selling Sentences 

Your salespeople at the 
point-of-sale can call your cus- 
tomer’s attention to them by 
using selling sentences as they 


make change. They can say, 
“Mr. Jones, when you are ready 
to paint your home, we have 
a non-chalking white paint that 
will stay white through the 
years.” 

So to make your sales pro- 
motions more effective, you 
should: 

1. Decide on a central theme 
which sells your organization 
and its services, as well as your 
merchandise. 

2. Plan a merchandising cal- 
endar which will show you 
when each commodity or build- 
ing material package has its 
peak sales. 

8. Plan how you will tie in 
and coordinate your advertis- 
ing messages in terms of dis- 
plays, stuffers, selling sen- 
tences, point-of-sale selling, 
etc. 

By using such sales promo- 
tion planning, you will express 
your sales message in every 
possible way —through every 
promotional tool you _ have. 
This is the key to greater value 
from your advertising dollars. 


Merchandising Calendar 


Theme: “How to Enjoy Life This 
Summer” 

Your own backyard can be a pleas- 
ant place for outdoor living! Put up 
an attractive fence, build an out-door 
grill, picnic tables and benches, a 
sand box for the children! We'll be 
glad to give helpful advice . . . tell 
you which materials are best for the 
job. 

' Get set for easy summer living. 

Treat yourself to a Summer Re- 
treat. 

Newspaper Advertising (Main Topics) 

1. Insulate for Summer Comfort 

(Don’t simmer this summer) 
2. Theme 
3. Reroofing 
4. Garage ad 
Supplementary items: 
Garages 
Coal 
Millwork 
Summer Cottage 
Screened-in Porch 
Screen Doors 
Interior Displays 

Color Scheme—Adam Green & 
Oyster White 

Counter Displays 
Outside Paint Package 
Pestroy—Weed-No-More 
Porch and Floor Enamel 

Floor Displays 
Barn Paint 

“Pushers” 





Weed-No-More 
Pestroy 
Outside Displays 
Screen Doors 
Fence Materials—Posts, 
ete. 
Packages 
Summer Cottage 
Tourist Cabin 
Build-It-Yourself Publicity 
Lawn Settee No. 39 
Picnic Table No. 22 
Outdoor Fireplace No. 79 
Garden Chaise No. 78 
Sand Box No. 20 
Enclosures For Statements 
Insulation Folders 
Envelope Stamp 
“Don’t Simmer This Summer’—In- 
sulate! 


Pickets, 


Merchandising Calendar 

: July, 1951 
Theme—“‘How to Have a New Home 
at the Old Address” 

You can have a truly attractive 
home without moving to a new ad- 
dress. Our competent advisors will 
show you how a few changes, outside 
and in, can transform an old home 
into a modern-small dwelling that is 
wholely livable. 

Newspaper Advertising (Main topics) 

1. Theme (Modernization) 

2. New Siding—Outside Paint 

3. Garages 

4. Reroofing 

Supplementary Items 

Outside Paint Package 
Picture Window 
Front Entrance 
Asbestos Siding 
Insulated Siding 
Wood Siding 
Curtis Millwork 
Summer Cottage 
Screen Doors 

Interior Displays 

Color Schemes—Pink with gray as 

secondary color. 
Counter Displays 
Screen door hardware—door clo- 
sers—door springs 
Hardware repairs for screens and 
screen doors 
Kem Glo and Kem Tone 
Screen enamel and application 
Outside Paint Package 

Floor Displays 
Material for trellis 

“Pushers” 

Screen Paint & Application 
Paint Brushes 
Weed-No-More 
Pestroy 

Outside Displays 

Screen Doors 

Material for Trellis 

Fence Materials — Posts — Pickets, 

etc. : 
Packages 

Poultry House 
Build-It-Yourself Publicity 

Tool Garden House No. 51 

Terrace Chair No. 76 

Garage & Tool House No. 113 

Lawn Chair No. 32 
Enclosures for Statements 

Siding Folder 


AL MARDON poses beside his office 
door which is lettered in his own 
handwriting. 


PICTURE WINDOW combined with flowers on both sides 
of the window gives a home-like impression. 


MOTORISTS traveling the Saginaw-Flint highway find plenty of space to park 
in front of the new Bridgeport Lumber & Supply Co. store. 


OLD BUILDINGS as they looked before Al Mardon took 
over the property and modernized it. 


This Firm Features Quality and Service 


“Anyone can sell on price,” says Al Mardon. His new Bridgeport 
(Mich.) store stresses quality and service as a “Friendly Place to Trade.” 


Establish a reputation for 
quality and service, and volume 
will take care of itself. 

That might be accepted as 
the capsule operating policy of 
Al Mardon, president of the 
Bridgeport Lumber & Supply 
Co., Bridgeport, Mich., which 
opened a modern merchandis- 
ing establishment recently for 
the retailing of building ma- 
terials. 

To establish the firm’s repu- 
tation for quality and service, 
Al has used a wide variety of 
promotional ideas to make the 
name of his firm a household 
word in his trading area. He 
used radio spots, advertising 
slides in local movie houses and 
consistent newspaper advertis- 
ing, besides a number of spe- 
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cialty promotions like match 
covers. Arrangements have 
been made with a local drug 
store to pass out thousands of 
these match books with Al Mar- 
don’s signature on the outside 
together with a number of the 
products he sells and the ad- 
dress of his firm inside the flap. 


Selling Tomorrow’s Customers 


Student year books, snappily 
illustrated to catch youth’s eye, 
with space for pictures of 
teachers, student friends ath- 
letic results, etc., are distrib- 
uted to young people with the 
compliments of the Bridgeport 
Lumber & Supply Co. im- 
printed on the cover. 

“Young people are tomor- 
row’s customers,” Al explains. 


Quality and service is the 
theme of the firm’s entire mer- 
chandising program. 

“Anyone can sell on price,’ 
explains Al, “but the people 
who come back must be satis: 
fied with the products they buy 
and the service that goes with 
“.” 

One unusual service to home 
prospects and builders is the 
Home Plan Department, a sep- 
arate room, attractively fir 
ished in Turkey Brown wall 
paneling with old flintlocks 4 
decorative pieces on the wall 
and literature table. Wall cab- 
inets are equipped with colonia 
hardware and the entire rool! 
is decorated in early Americal 
style. There is a full-size draft 
ing table in the room and homt 
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prospects are encouraged to use 
it if they wish. The room is 
stocked with a big home plan- 
ners’ library and a variety of 
manufacturers’ literature. Seg- 






























yort § regated from the store traffic, 
the room offers a home-like at- 
mosphere where husband and 
wife can look over literature 
and make rough sketches of 
their plans together, or with 
thei the help of one of the firm’s 
mer: @ staff. 
ice,” § Help for Home Prospects 
ple Bridgeport serves many peo- 
stis: # ple who are building their own 
y buy homes. As a home designer and 
with ® builder himself, Al Mardon is 
qualified to help them with 
home many of the details. These in- 
s the® dividual bills of materials may 
. se)’ # not be large in themselves but 
fin-§ the personal service and advice 
yall that go with them keeps these 
ks a Customers coming back. Al- 
wallf though Al no longer does any 
1 cab-§ building himself, his knowledge 
lonial§ of good building mechanics and 
100M@ contractors is appreciated by 
erica home-building prospects. 





_ Al’s own office is furnished 
In the same good taste as the 














‘EMEGAL ELECTOIC apptiane 


PAINT BAR makes it easy for a contractor or home owner 
to select the shade he wants accurately and quickly. Sales 
Manager Roy Lanham, left, shows paint stock to contractor 


GARAGE DOOR is a working display on the street side of 
Customers are invited to see how easily it 
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Home Plan Department. The 
walls are finished in rift oak; 
the floor is pegged plank. A 
picture window, flanked by 
easement windows, looks out on 
the busy four-lane Saginaw- 
Flint highway. The office fur- 
niture is modern. This office 
emphasizes the company’s 
motto, “A friendly place to 
trade.” Potted plants placed 
along a platform near the ceil- 
ing and on either side of the 
fireplace add a decorative 
touch. Flower boxes outside 
Al Mardon’s office window are 
part of the landscaping pro- 
gram which is being carried 
out. These home-like touches 
do not detract from the prac- 
tical aspects of the store lay- 
out. As a full-page ad an- 
nouncing the opening of the 
new store stated: 

“Ostentation is not our goal. 
We’ve gone to such lengths to 
give you the most modern, the 
most efficient and the most com- 
plete building service possible.” 

The consumer counter is 
faced with samples of mahog- 
any, oak, cedar, walnut, birch, 


APPLIANCES and general building materials are featured 
in the spacious display room. Consumer counter is faced 
with materials, each one neatly identified. 


BRICK is used to support a live flowerbed just inside the 
store entrance. 





knotty pine and various tile 
samples, each clearly labeled. 
A paint bar with comfortable 
stools for customers makes it 
easy and fast to match colors. 
Cut-out letters, backlighted by 
neon lights, remind customers 
of the numerous products avail- 
able. 


Full Appliance Line 


Stocking a diversified line of 
building materials, which is 
gradually being expanded, the 
firm is shooting for a $500,000 
annual business. From roofing 
to appliances, every line han- 
dled by the store is nationally 
advertised. A full line of ap 
pliances on floor display in- 
cludes hot water heaters, 
stoves, deep freezers, dish wash- 
ers, garbage disposal units, re- 
frigerators, washers and iron- 
ers. The most important of 
these units are hooked up for 
store demonstration purposes. 
In addition, there are two 
islands of light appliances. 

After handling appliances for 
several years, Al is convinced 
that they have a definite place 
in the building materials store. 
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ROLLER CONVEYOR is used to speed 
unloading of lumber directly from 
freight car into warehouse. 





But they cannot be merchan- 
dised by half-way methods. 
Servicing of appliances is han- 
dled effectively by an _ elec- 
trician who works cooperatively 
on repair jobs with a number 
of other appliance stores. The 
firm does considerable appli- 
ance advertising. 

Although he has been asso- 
ciated with the building busi- 
ness since a boy, Al Mardon 
has been in business for him- 
self only the last six years. His 
modern store is the successor 


‘| ~ 


fireplace and potted plants. 


to a fuel store and coal busi- 
ness located in dilapidated 
buildings on the same site. 
Fuel and grain are still han- 
dled by the store, which caters 
to city, suburban and rural 
trade. Fencing and feed, sand 
and gravel, are sold along with 
garage doors and custom mill- 
work. Equipment for rent in- 
cludes floor sanding machines 
and two cement mixers. 


A rail spur just in back of 
the store makes it easy to un- 
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PRIVATE OFFICE of owner Al Mardon reflects friendly atmosphere with its 


load lumber with a single sec. 
tion of roller conveyor. There 
are five other warehouses for 
dimension lumber, insulation, 
feed and fertilizer, plywood and 
wallboards, cement, steel sash, 
etc. 

The display and office area 
approximates 2,000 square feet 
and the whole property has a 
frontage of about 500 feet. Two 
large billboards, set atop the 
store, catch the attention of 
motorists. Ample parking space 
is available. 








GOLDBLATT 


Mason Tools 


Give You... 






” * Greater Profits ° Faster Turnover 
_Z * Satisfied Customers * Repeat Sales 












masonry tools and equipment. 


SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
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Goldblatt Tool Co. 


1924 Walnut St. 





S 


ONE SOURCE FOR 


—~_ ALL NEEDS — Buy all your 


masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 

ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 






Kansas City 8, Mo. 
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GET READY FOR 


EXTRA PROFITS 


BY OFFERING YOUR CUSTOMERS... 


REFLECTIVE ROOF PROTECTION 


F.H.A. Approved 


THE METAL ROOF that ii on! 


ABESTO LUMICLAD 
combines the fireproof 
qualities of finely 
ground asbestos and 
metallic aluminum, 
skillfully blended with 
our Abesto Liquid and 
our exclusive “suspeh- 
sion booster" and tempering ingredient "visco- 
roid". This formulation gives a thick, creamy ma- 
terial that is silver-colored all the way through— 
silver on top and silver underneath—resulting in 
heat reflection during the summer and heat re- 
tention during the winter. This surfacing material 
will expand and contract with the natural breath- 
ing of the roof, giving many years of economic 
service. Get ready for EXTRA PROFITS when 
you offer this easy-to-sell product to your cus- 
tomers. For more detailed information write TO- 


DAY to.. 


e Abesto 


MANUFACTURING CORPORATION 


MICHIGAN CITY, INDIANA 
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IF YOU WANT TO 
BE SURE WHEN 
YOU BUY STAINED 
CEDAR SHAKES... 





AND YOU HAVE 
BEEN LOOKING 
FOR A RELIABLE 
CONNECTION 










GET ON THE BALL AND 
WRITE TO US FOR COM- 


PLETE INFORMATION 
ON THE ORIGINAL 



























































SHAKES 








Compare our quality 
of product, merchan- 
dising and sales ma- 
terials, and our reliable 
business methods with 
all others. Write today! 

















COLONIAL CEDAR CO., INC. 


600 WEST NICKERSON 
SEATTLE 99, WASHINGTON 








HERE glass block comes into its own as a basement 
window. Notice that window well is not used when glass 
block are imployed. 


GLASS BLOCK lend enriching appearance of home en- 
trance. Either one or two vertical rows of block can be 
used. 


NOTICE PLEASING APPEARANCE of glass block when 


company representative, left, how glass block does perfect used in garage window. Usually cluttered view is con- 


job as garage window. 


Where to Sell Glass 
Block in the Home 


Dealer sells some block in nearly 
every new home. He finds many sales 
make big dollar profits. 


Mathis Lumber Company, in Morton, Illi- 
nois, has discovered a few glass block sold in 
nearly every new house adds up to a big and 
profitable volume of business by the end of a 
year. 

Besides that, the customers are pleased with 
the handsome appearance the blocks add to 
their homes. Which means “plus” goodwill for 
the lumber company. 

Oscar Mathis is a progressive dealer who 
has done much to make Morton one of the best 
housed small towns in America. The use of 
glass block is just one of many modern building 
techniques he employs to give his customers 
truly modern homes. Mathis—and his archi- 
tect—have found specific places where glass 
block performs to perfection in the home. 

Let’s look at these places. 

First, home-owners like block in their garage 
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cealed. 


GLASS BLOCK lend themselves readily to appealing wit- 
dow displays. Display should illustrate different types 0 
block are employed. 


windows. They give light while concealing ‘he 
usual unappealing view into the garage area. 
Also glass block will take jars from ladders, 
bicycles and other items usually stored in the 
garage without breaking. 

Next, glass block make attractive decorative 
panels on either side of the front door. 

And third, glass block are ideally suited to 
bring light to basement areas. Thus used, they 
eliminate the need for areaways. 

Just as these practical uses of glass block in 
the home have meant added sales for Oscar 
Mathis, they can also mean more volume for 
every dealer who sells materials for the home. 
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Beautifully Grained 


OF HAM PTO N ITE Costa Rican Hardwood 


FLUSH 
DOORS 


Eye appeal—Hamptonite Cativo is a most 
attractive door. 


Pocket appeal—a good, dependable door, 
yet moderate in price. SPECIFICATIONS 
—5-ply one operation 


Quality-made—Hampitonite Flush Doors are wees valent ding 


4 soundly designed and sturdily con- for extreme flatness 
structed. —Lock block on both 
Guaranteed—Hamptonite Flush Doors are sides 
> guaranteed to be free from defects in —Easy to finish, belt 
” materials and workmanship or replace- sanded faces 


ment will be made (in the white). ~Stiie te wie. ome 





Hamptonite “CATIVO” is faced with Cativo,- to install 

a beautiful Costa Rican Hardwood of pleas- —ijeaiiiiiie te dh ah, 

ing grain and texture. <i in eek Oo 
thicknesses 


Write for the Hamptonite folder. 


Yard Work Se 
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Hitch It To The ALLIS-CHALMERs |B | 


Here is everything you want in an Industrial Wheel Tractor— 





jen 
on- 


















win- 
2S of 


SPEED— fast-travelling speeds cut hauling time...up to QUICK-HITCH DRAWBAR — tractor backing into 

the 10 m. p.h.... three forward, one reverse. load trips automatic coupler. Handy rope trip un- 
rea. POWER— 20.6 drawber ee hitches. Coupler adjustable to various heights. 
. loads; pushing cars into dry kilns. VARIABLE TREAD WIDTHS —choice of four... 
a ECONOMY—c mass production tractor...costs less to from 4019" to 5214"...achieved by merely changing 


a ositions of ri 
own, service, operate. Uses less than a gallon of P of rims on rear wheels. 


tive 

' fuel an hour. AUXILIARY EQUIPMENT — pusher plate, broom, 
d to SHORT TURNING RADIUS—soves time maneuver- snow plow available for mounting on steel frame 
they ing in close quarters... 7-foot turning radius. -.. widens usefulness. Power take-off and belt 










pulley attachments also available. 







ek in 
scar 
>» for 
ome. 


Let your experienced Allis-Chalmers dealer explain the 
time and money saving possibilities of the popular IB. 


ALLIS:‘CHALMERS 


TRACTOR DIVISION ¢ MILWAUKEE 1, U.S.A. 
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SOLID HARDWOOD PANELING 
makes excellent wall covering. 


3 e 


ea. 


EASE OF FINISHING is one of many 
attractive features of wood. 


AN EASED JOINT is another attractive way to use ran- 
dom lengths of paneling. 


AE OR ae + 


ni epics Salto 


Pt a 


THREE-EIGHTHS THICKNESS helps 
to keep cost of paneling reasonable. 


EXPERT MILLING means butt joints can be used and 


hardly be noticeable. 


Now Solid Wood Paneling Fits Small Home Market 


Read what specific cost reducing methods make solid wood paneling 
practical in today’s small homes. Many sizes and species are available. 


Wood paneling—always 
thought of as a “rich man’s” 
product—has been making 
rapid strides in the past few 
years in gaining acceptance in 
the mass housing market. 

It is now economical to finish 
one or more rooms in a $10,000 
plus home in solid hardwood 
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paneling of one of numerous 
exotic imported or domestic 
hardwoods. 

A number of developments 
have occurred to make it pos- 
sible for average homeowner to 
have a room paneled in solid 
wood—and for the retail lum- 
ber dealer to handle such pan- 


eling profitably. 

One of the cost-reducing fat 
tors is that architects and build: 
ers have come to accept random 
lengths and widths. They have 
likewise changed their opinions 
that a panel board musi be 
room-height. They now recog: 
nize that pleasing decorativ 
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Beauty of design 
Smooth operation 


Fast installation 







Finest construction 


@ Absolutely Weather Tight 
@ Sash completely Pre-fitted 
@ Toxic Treated if Desired 


@ Completely Weather Stripped 


On merit, Dixon Weather-Lok is the best 
window unit for you to sell. Don't be sat- 
isfied with less than Dixon Weather-Lok 
gives you. Contact your local jobber or 


write us for name of jobber near you. 


Western Pine Mfg. Co., Ltd. 


P. O. Box 2207, Spokane, Washington 






JOHN H. MEARS, INC. 
Baltimore 30, Maryland 


ELLIS GLAZING CO. 
Henryetta, Oklahoma 





EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
















FAR SUPERIOR to any putty, it 
pays to sell this E-L-A-S-T-I-C Com- 
pound for glazing BOTH wood and 
metal sash — new jobs or repairs. 
Unlike putty, Armstrong’s “33” is 
weather-proof. Won't crack, crumble 
or chip off — won't dry out — ready 
for use any time. Easy to apply—less 
wastage — inexpensive! Contractors 
and home handymen prefer ‘33”. 
Order from your jobber. 







Stays Permanently 
ELAS-TAC. Won't Crack or 
Crumble. Ideal for Both 


Wood and Metal Sash 


nee 


Every carton of 1-pound ‘'33” 
containers, includes FREE counter 
displays as shown. Taking small 
space, they create lots of business. 



















4 
th KNIFE GRADE 
‘Ning any penvl® 
ARMSTRowG COM?! 
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Available in 1, 2, 5 and 
10-pound metal contain- 
ers, and larger drums. 








DISPLAYS 
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Here is a top-quality GUN GRADE 
caulking compound that you can sell 
at very attractive price. Rely-on ad- 
heres to practically any surface—ideal 
for filling joints and cracks in any 
type construction. An inexpensive 
way to forestall costly repairs — re- 
duce home upkeep. Stays E-L-A-S- 
T-I-C; won't crack or crumble. 
Available in various colors. Outlasts 
other caulking compounds many 
times over. Place trial order with 
your jobber today! 


Write for Pree Samples 


4065 S. LaSalle St. 241 S. Post Ave. 


Chicago Detroit 






Available in cartridges, 
quart, 1 and 5-gallon 
sized containers. 


2411 Swiss Ave. 
Dallas 


721. S. Fourth St., Richmond, California 


effects can be realized by using 
varied lengths and widths of 
wood paneling—and by empha- 
sizing the junctures of the 
shorter lengths instead of hid- 
ing them. | 

Probably the single greatest 
cost-reduction in hardwood pan- 
eling has been mass-milling 
methods. Formerly, almost any 
hardwood paneling job meant 
special-handling. Now paneling 
is a product of mass-produc- 
tion, with huge lots being run 
through at one time... now 


paneling is a packaged, sold- 
over-the-counter item—just like 


builder’s hardware. 

It isn’t unusual today for 
10,000 to 30,000 ft. of rare 
woods to be run in a single 
batch. All of which have dis- 
tributed processing costs—and 
eliminated special handling 
fees. 

Another of the cost-cutting 
methods introduced within the 
last decade is the %%-inch wood 
panel. By processing to obtain 
two surfaces from the same 
board required for one 34-inch 
panel, twice the surface is real- 
ized from the same length and 
width of board. 


q 
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WEST COAST UPLAND HEMLOCK 


‘vited to try our high quality 


OREGON-AMERICAN LUMBER CORPORATION Vernonia, Oregon 


SOLID PANEL- 
ING is adaptable 
to many uses in- 
cluding the build- 
ing of beautiful 
kitchen cabinets. 





GLAMOR of hard: 
wood paneling is 
now available in 
lower cost hous: 
ing. Production 
methods make it 
possible. 










Everything You NEED in 


DOUGLAS FIR 








< 
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This is one of our big dry lumber sheds where 
we store our fine upper grades. Lumber doesn’t 
come any finer than Oregon-American offers 
you. Everything you need in West Coast Upland 
Hemlock and old-growth Douglas Fir is here— 
waiting your order. 

Tell us what you need. You are especially in- 





KILN DRIED 
WEST COAST UPLAND HEMLOCK 
We know Oregon-American lumber will please 

vou. ZN,NNN tect dailv 
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KRANE KAR 
SWING - BOOM 
MOBILE CRANE 


USERS: N. Y. Sash & 
Door, C. W. Brownell, 
Roof Structures, Wade 
& Dunton, Barrett Tim- 
ber and Dunnage, John- 
son Lumber Co., etc. 





KRANE KAR Lifts, Carries, and Places loads of any 
shape or size up to 10 tons inside warehouse or outside 
in the yard. Swings, raises or lowers the load, and trav- 
els, simultaneously or independently. Pays its own way 
quickly, doing the work of 6 to 8 men. 


KRANE KAR expedites stacking, storing, loading freight 
cars, trucks, etc. Handles lumber, timbers, logs, poles, 
ties, cement blocks, pallet loads of brick, sheet rock, 
building plastics, pipe, etc. Gas or Diesel. . 
Ask for Blletin No. 66. When you buy Douglas Fir from the Western 


THE ORIGINAL SWING BOOM MOBILE CRANE Pine region you can go the limit in-recom- 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


1%, 2%, $, AND 10 TON CAPACITIES mending it to your customers. For the member 
KORA) UWE E AIR mills of the Western Pine Association go the 
limit in manufacturing, seasoning, and grad- 


TRADE MARK REGISTERED 
SILENT HOIST & CRANE CO. 860 63rd ST.. BKLYN 20 N.Y. U.S.A. ing this many-purpose wood to the exacting 
Association standards. 


So remember this—Douglas Fir from the 
Western Pine Region i best buy wh 
HOLT HARDWOOD (0. | Yossie 


Manufacturers of "a For more information about Douglas 


Fir from the Western Pine region 
send for free illustrated 52-page book. 


MAPLE @ BIRCH @ BEECH © OAK WESTERN PINE ASSOCIATION 


STRIP ® BLOCK Yeon Building - Portland 4, Oregon 
and THESE ARE THE | Idaho White Pine, 
HERRINGBONE | WESTERN PINES Ponderosa Pine, Sugar Pine 


FLOORING THESE ARE THE | Larch, Douglas Fir, White 
ASSOCIATED | Fir, Engelmann Spruce, 
” woops | Incense Cedar, Red Cedar, 


BROOM HANDLES Lodgepole Pine. 
WOODS FROM | THE WESTERN PINE REGION 
GRADED SAWDUST 
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e 4, 
High Grade Northern Hardwoods A | ra | "i 
| e fom | 77’ WELL MANUFACTURED 
Custom Kiln Drying J THOROUGHLY SEASONED 


catirornia Sf 


oe. ) arizona {NEW MEXICO CAREFULLY GRADED y 
Members: M. F. M. A. N. HLL A. oN. HW. & HM. A. I lated 


OCOnTO, WISCONSIN 
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JOYCE LUMBER Co. 


LOREN D. PEDRICK at the store’s 
new home-made tool rack. 


Sign Lights Up When Auto Headlights Hit It 


THIS NAME SIGN of the Joyce Lumber Co., Omaha, is the result of the use 
of reflective sheeting on the letters. No wiring or electricity is involved. Best 
location to catch headlights, according to P. J. Peebles, manager of Joyce Lum- 
ber Co., is near an intersection, or on a road facing traffic where lights from the 
approaching cars strike the sign most directly. 


New Display Rack 
Dramatizes Tools 


For less than $200 Loren D. 


Pedrick, manager, Farmers Lum- 
ber and Supply Co., Phoenix, Ariz., 
built a tool rack that increased 
sales in this important department. 

The tool rack is made of metal 
lace. Adjustable pegs permit flex- 
ible tool displays. A home-made 
saw rack, part of the new lvul dis- 
play, holds 25 saws and focuses 
the attention of store traffic on the 
display. 

Tools play an important role in 
the firm’s 12 departments. Forty 
percent of the firm’s well-rounded 
sales come from the hardware de- 
partment, and 25% of this hard- 
ware volume consists of tool and 
electrical counter items. 

“We gave our tool rack a ‘shadow 
box’ effect,” explained Mr. Pedrick, 
“by recessing it in the wall and 
making the end display areas out 
of matching metal lace. Thus we 
can display tools along the 14-foot 
length of the display and the two 
26-inch ends.” 

There’s also the 26-inch base for 
small items—chisels, files, rules— 





How to Make Best Impressions on Our Customers 


Here are some of the important rules to observe in 

dealing with customers of the company. Observing 

these rules means more sales, more repeat customers, 
and more pleasure in the day's work. 


COURTEOUS 


Greet customers by name as 
soon as they arrive. 

Wait on customers in turn. 
Drop other work, if possible, 
when customers are waiting. 
Be pleasant and friendly. 

Be patient with difficult and un- 
decided customers. 

Be careful not to embarrass cus- 
tomers or to act superior when 
they display ignorance. 

Avoid arguing with or contra- 
dicting customers when they 
disagree with you. 

Handle their complaints tact- 
fully. 

Be respectful to customers of 
all ages. 


Keep all of your promises. 

Be sure the company can keep 
any promises you make. 

Be sure prices you quote are 
correct. 

Be sure you sell the customer 
the right materials and the 
right quantity. 

Be truthful and accurate. 


CONSTRUCTIVE 
Be cheerful and optimistic. 
Smile frequently. 
Speak well of the company at 
work and elsewhere. 
Help customers select the 
proper materials for their 
needs. 

% Show an interest in the custom- 
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ae ae ers problems and questions. + 
also of metal lace, which is painted Show appreciation of purchases % Avoid knocking competitors or . 
a dusty rose, hence it stands out whether large or small. ; competitive materials. 
Svemn the vest of the shave. The Perform the usual courtesies 
entire display is fluorescent lighted Salen Sngen Oe ow cette TELEPHONE CALLS : 
. . . them carry purchases, if neces- % Answer promptly, cheerf lly 
sary; wrap packages or pur- and distinctly. . 
chases carefully, etc.). % Explain any delays in referring 
Thank customers when they calls to others. 
“What's YOUR Answer?" leave. % Be sure you refer the calle to 4 
That’s the title of American DEPENDABLE the proper individual. 
Lumberman’s newest feature. Rate Know the products you sell, TRUCK DRIVERS P 
yourself by answering 10 questions uses, sizes, grades, amounts re- % Try to accommodate the «us- 
from the advertising and editorial quired, selling points, related tomer when unloading. 
sections of this issue. Quiz is found items needed, etc.). % Avoid unnecessary noise. 
on Page 24. Avoid guessing; ask others if % Drive courteously and carefully: 
you don’t know. *% Watch your language. 
ees 
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TARTER, WEBSTER & JOHNSON. INC. 
1 Montgomery Street as P.O. Box 1731 


SAN FRANCISCO 4, CALIF. STOCKTON, CALIF. 
DOuglas 2-2060 «+ Teletype SF 531 Stockton 4-8361 + Teletype SK 2 
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ARAN SCREEN CLOTH Picture of aBest Seller in Oak Flooring! 
; or *Registered Trode-mark We invite you to get acquainted with popular Robin Hood Brand Oak 
Flooring—produced from fine, soft-textured kiln dried oak stock. Manu- 
Nati 1 - facture is unexcelled. Note the nail groove and double ploughed back 
F! ationally advertised with center support, designed to minimize cupping and assure a 
ally 1pR00 : Lumite—the ideal screen smooth, even floor. Every foot of Robin Hood Oak Flooring is pro- 
i * RUS cloth for every exterior use duced and graded according to NOFMA standards. 
! a ill ied . 
ng : aa We are also wholesalers of Southern Yellow Pine, Hardwoods and 
gTAINPROOF a ei rey Tidewater Red Cypress. Consult us on your requirements. 
i x rdware, woodwork an 
! building supply wholesalers. OF 
puRABLE: Order now! Write for FREE * 
i sample and information. LuMBER COMPANY “= 
Sole Distributors of Robin Hood Brand Oak Flooring 
LUMITE DIVISION “i ag ~ ane South Cue 
fully. CHICOPEE MFG. CORP. OF GEORGIA onto. —— sis, a 
40 WORTH STREET, NEW YORK 13, N. Y. ——— Com, Martiien tien, Gandaan Wemhenes 
—— Flooring Corp., Summerville, South Carolina 
LAN & 
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Department Store = 
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was. Mancanet ALLEN 
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THIS SMALLEST SPEED WRITING BOARD is 11” wide 
and 13” deep. The last entry shows a charge which has 
just been made to Mrs. Allen’s account. For those who 
need analysis of sales by lines or by departments wider 
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ACCOUNTS PAYABLE on the Multi-Record Board. The 
entries on the journal show all of the invoices received 
March 27th. The last entry shows how the invoice is 
recorded on the remittance advice. After the journal has 
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boards and wider journals with added columns to the 
right are available. The carbon which lies over the left 
half of the journal is not shown in order to reveal the 
column headings. 
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been proved (which proves the entries on the voucher 
checks) the distribution tickets are snapped apart, so:ted 
by account number, and only the totals posted to the 
general ledger. 
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Have You Investigated This Bookkeeping Idea? 


Multiple Record Writing 
Boards have introduced an en- 
tirely new conception of office 
routines. In many offices sav- 
ings of over 50% in clerical 
time have been effected, collec- 
tions have improved, better 
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controls have been established, 
all records have been kept up- 
to-date with less effort, audit- 
ing has been made easier, and 
in consequence accurate finan- 
cial statements have been de- 
livered to the manager’s desk 


days earlier. 

One factor which has  on- 
tributed to the widespread and 
rapid adoption of writing 
board techniques is the gencral 
approval of the accounting pro 
fession. Another is their ‘ow 


June 2, 1951, AMERICAN LUMBERMAN © 





Extra Sales Dollars for 


You! 


Sell PHILIPPINE MAHOGANY 


’ Low cost HARDWOOD known for Beauty and Quality 


AETNA'S large warehouse stocks of 6 Philippine Mahogany 
products provide materials to build a complete room job. 
PLYWOOD—Rotary Cut or Striped—Light Lauan or Dark 
Tanguile @ '/," for paneling, 34" for cabinets and furniture. 

LUMBER TRIM—34 and 5/4, $2S, $4S 
LUMBER PANELING—Tropicwall, 34" random widths. 
FLOORING—Apitong type, | x 3, tongue and grooved. 

“ DOORS—House type, 13", 134" hollow and solid core. 

ft MOULDINGS—24 types: Casings, Bases, Cove, Round, Stop, 

we Batten, etc. 


Write for prices and free folder, “Baylaun Philippine Mahogany, 
Low Cost Hardwoed.” 


: AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 


— ARmitage 6-7100 Teletype: CG305 
— BRANCH WAREHOUSES: Grand Rapids, Indianapolis, Rockford 
“ SALES OFFICES: Detroit; Minneapolis; Springfield, IIl.; Milwaukee and 
Green Bay, Wis.; Richmond, Va.; Marion and West Lafayette, Ind. 

SEE PHONE BOOK 





oa a a 


~ 


= = 


> fe 


ee 


+ 


For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
peo soned in Moore Cross-Circulation Kilns. 
a Our plant is modern throughout and 
machine work unexcelled. 
Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 
* ing rules. 
Try Ozark Brand 
Oak Flooring 
You'll like it. 


con- 
ind 


Bia THE OZARK OAK FLOORING CO. 
0 @ BISMARCK, 


MISSOURI 
an & 


Buitpinc Propucts MERCHANDISER 


SOUTHERN PINE 
HARDWOOD FLOORING 
SOUTHERN HARDWOODS 


Urania’s Modern Facilities, 
Backed by Giant Tree Farm, 
Assure You SERVICE 


Urania's completely modern facilities assure 
you well-manufactured lumber. Urania's 
130,000 acres of timberland operated as a 
tree farm assure you a continuous supply 
source. 


The quality of Urania lumber and flooring 
have won an enviable reputation among 
buyers over the past 50 years. 


For lumber and service that few concerns 
can match, call on Urania. 


Straight or mixed cars of Urania Southern 
Pine, Hardwood Flooring and Southern 
Hardwoods. 








NEW ECONOMY 
SASH HOLDER 


Model VSH-57 %” dia. for Check Rail Sash 
Model VSH-20 34” dia. for Plain Rail Sash 


The demand for Vikre New Economy Sash Holders is increasing 
every day. Builders and owners everywhere know of their money 
saving efficiency — know that they are the only spring tension 
type holders to have all moving parts fully encased to eliminate 
sticking and binding. Vikre Holders require only one hole 
drilled in sash .. . have patented, adjustable steel spring tension. 
Sell genuine Vikre Sash Holders for better profits. 





NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- 
ers are packed with an attrac- 
tively stained, eye catching 
window display with mount- 
ed sample of Holder. Win- 
dow can be raised and low- 
ered. Attractive folders. No 
additional charge for display 
and folders. Order from 
your jobber now. J. N. 
Vikre Co., Inc. 3016- 


Vinge 








14th Avenue South, Min- 
neapolis, Minn. 








cost. Various boards are avail- 
able with prices ranging from 
$10 up which, combined with 
standard forms, makes their 
initial cost negligible and their 
continued use economical. A 
third important factor is that 
anyone can use a writing board 
with no previous training. In 
fact, an intelligent clerk with 
little if any knowledge of book- 
keeping can keep records and 
prove her own work as she goes 
along. It is this proof of ac- 
curacy which is one of the 
major advantages of writing 





board systems over ordinary 
hand records. 

What is a writing board and 
what is a writing board sys- 
tem? Speed-writing boards, 
which are made in several sizes, 
have fixed metal pegs at the 
left, which are firmly riveted 
into the metal base. Forms 
suitably punched are designed 
to fit over these pegs thus be- 
ing held in exact alignment. 
The accounts receivable system 
illustrated shows the _ state- 
ment, the ledger and the jour- 
nal arranged on the board 
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EDGES STRAIGHT -- ENDS SQUARE 


OZAN PINE is precision milled lumber — true and straight with 
square edges and square ends. 


But that’s only one of the quality features of clean, clear, soft tex- 
tured OZAN Arkansas Soft PINE. 


OZAN PINE is ALL kiln dr 
kiln to car. 


ied and kept entirely under cover from 


Only the most modern methods and equipment are used in every 
phase of its precision manufacture. This assures you and your cus- 


tomers beautiful, dry, bright 


lumber. 


OZAN PINE is carefully graded by SPIB Standards, properly loaded 


joes 
OZAN: = PI 


ROR 
OZAN LUMBER 





and protected for shipment. 
The stock in each car is se- 
cured with steel strapping to 
prevent shifting in transit. 

Find out just how good 
lumber can be. Specify 
OZAN Arkansas Soft PINE 
on your next order. 


C0 PRESCOTT, ARKANSAS 
SAWING WOOD SINCE 1891 












June 2, 1951, AMERICAN LUMBERMAN ¢ 


ready for an entry. 

When the entry on the stu:te. 
ment is made, carbon paper 
carries it through to the ledger 
and the journal so that all 
three records are completed in 
one operation. While it tikes 
a second or two to arrange the 
forms on the board, practically 
two-thirds of the writing time 
is saved. 

But this is not the only bene. 
fit. Under ordinary methods 
any payment would first be re. 
corded in the Cash Book or 
Cash Received Record. Next it 
would be copied in the Ac. 
counts Receivable Ledger. And 
finally it would be copied again 
on the statement issued at the 
end of the month. Thus there 
would be three chances to make 
a mistake, a mistake that 
would not be discovered until 
the books were balanced with 
the attendant searching 
through record after record to 
find where and when the mis- 
take was made. 


In contrast to this, with the 
Speed Writing System all three 
records are always in agree- 
ment. As each series of entries 
is completed, the entries on the 
journal are proved by a simple 
mathematical test. If the jour- 
nal is correct, all records are 
correct. If the journal will not 
prove, the mistake can be lo- 
cated immediately and all three 
records corrected. Only min- 
utes instead of hours are lost. 

The same method is used to 
record sales, the statement, 
ledger and the sales journal 
being completed with one writ 
ing. Since sales and receipt 
are normally recorded daily, 
the statements and accounts 
receivable ledger are always 
up-to-date and always in bal: 
ance. 

In addition, statements ar 
not only ready for mailing 0 
the last day of the month Dui 
they can be mailed immedictell 
without waiting for a trial bal: 
ance of the Accounts Recei\: 
able Ledger. 

There is no month-end rush, 
no complaints about wor <in! 
late, no excuses for deliyei 



















statements, because it is % 
easy to record all transaction 
every day. 





Another great benefit whic 
is part of this method, is aut¢ 
matic control of past due at 


counts. On the ledger sheets ! 
(continued on page 102) 
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BRITISH COLUMBIA 
FOREST PRODUCTS 


DOUGLAS FIR 
PACIFIC COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 


K NE SHINGLES een 
& : RED CEDAR SHINGLES 


Specializing in Cross Arms, Cedar and Spruce Siding 
SAWMILL DIVISIONS 


COWICHAN - VICTORIA - VANCOUVER - HAMMOND 
HEAD OFFICE 
VANCOUVER, CANADA 


SALES AGENT: H. R. MACMILLAN EXPORT CO. LTD., VANCOUVER 




















ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 











STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 


DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt ‘Dependable 
Shipment Values 


ce THE GRiswo_p LUMBER Go. , 


Manufacturers and Wholesale Distributors 


“AILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 














AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp. 
CARLTON, OREGON CARLTON, OREGON 
\ws INTERESTS: 15 Million Feet Annval Cut 45 Million Feet Annvol Cur 


— 
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CONNOR 


“LAYTITE” 


Maple and Birch Flooring 


in Cartons 
(or regular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 


























AMONG THE DEALERS 


R. C. STOCKETT, elected association 
president at recent Mississippi meet- 
ing. 


Mississippi 

Those in attendance at the 
25th annual meeting of the Mis- 
sissippi Retail Lumber Dealers 
Association went on _ record 
with a resolution calling on the 
National Production Authority 
to interpret construction con- 
trol order M-4 as liberally as 
possible. 

This action was taken because 
current strict interpretation of 
the order has drastically re- 
duced the amount of commer- 
cial construction being under- 
taken in Mississippi. 

Attendance at the meeting, 
held at the Buena Vista hotel 
in Biloxi, was the greatest in 
the association’s history, with 
total registration reaching 426. 

Speakers stressed that tight- 
ness of mortgage money has 
slowed down housing starts 
even more than actual controls. 

An interesting and produc- 
tive panel on “Where the retail 
lumber dealer fits into the de- 
fense picture” was _ presided 
over by C. T. Parsons, editor 
of ‘ae Southern Lumber Jour- 
nal. 

R. C. Stockett, Jackson Lum- 
ber Co., Jackson, was elected 
president of the association for 
the next year. T. A. Higdon, 
Builders Hardware and Sup- 
ply, Inc., Forest, is the new 
vice president. 

All other officers and direc- 
tors remained in office, al- 
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though two new directors were 
added. Those re-elected to of- 
fice follow: 

R. B. Vaughn, Biloxi, as na- 
tional director, and F. H. Gan- 
non, Clarksdale, as alternate; 
EK. B. Lemmons, Jackson, ex- 
ecutive secretary and treasurer ; 
Royce Kimbrell, Meridian, 
chairman of the Membership 
and Finance Committee, and, 
comprising the Steering Com- 
mittee, W. L. Solomon, Belzoni; 
B. W. McClanahan, Columbus; 
R. F. Evans, Vicksburg; L. C. 
Gilbert, Jackson, and S. H. 
Varnado, Jackson. 


JAMES C. O’MALLEY, left, and 
W. C. Ketchersid, right, re-elected 
president and vice-president respec- 
tively of the Arizona Retail Lumber 
& Builders Supply Association, chat 
with Harrison Wood, center, nation- 
ally-known newspaper and radio cor- 
respondent, who was the featured 
speaker at the group’s annual conven- 
tion at Grand Canyon. 


Arizona 


Over 300 dealers, exhibitors 
and their wives attended the 
annual convention of the Ari- 
zona Retail Lumber & Builders 
Supply Association at Grand 
Canyon on May 10, 11, and 12. 
Highlights of the meeting were 
a discussion on foreign affairs 
by Harrison Wood, nationally 
known radio and newspaper 
correspondent, and “Merchan- 
dising in the Building Indus- 
try,” a talk by J. B. Maynard, 
Fulton-Morrissey Co. of Chi- 
cago. 

The group also heard reports 
on labor relations, and ex- 
planations of government reg- 
ulations by representatives 
foom the National Production 
Authority, the Federal Hous- 
ing Administration, and the 
Office of Price Stabilization. 

James C. O’Malley, O’Malley 
Lumber Company, Phoenix, 
and W. C. Ketchersid, Arizona 
Mining Company, Prescott, 


were re-elected president «nd 
1st vice president respectively, 
Ed Petty, Petty’s Emporium, 
Tucson, and Emron Wright, 
Valley Lumber Company, 
Phoenix, were elected vice 
presidents, while Henry (Cal- 
braith, Foxworth-Galbraith 
Lumber Company, Phoenix, is 
the new treasurer. G. R. 
Michaels is the secretary-man- 
ager of the association. 


E. C. PARKER, Southern California 
Association’s new president. 


Southern California 

More than 1,600 attended the 
34th annual meeting and trade 
show of the Southern Califor- 
nia Retail Lumber Association. 
The meeting was held at the 
Ambassador hotel in Los An- 
geles on April 4, 5, and 6. 

Officers and directors of the 
association met at breakfast at 
8:00 a.m. in the Oval Room, 
and elected the new officers. H. 
Park Arnold was chairman of 
the nominating committee. 

E. C. Parker, president of 
Patten-Blinn Lumber Co., Los 
Angeles, was elected presic ent. 
Ben W. Bartels, Peoples Lum- 
ber Co., Ventura, was ele:ted 
vice president, and C. Gilnvore 
Ward, Ward & Harrin;'ton 
Lumber Co., Santa Ana, was 
elected treasurer. Orrie W 
Hamilton was re-elected execu- 
tive vice president and secre 
tary-manager. 
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>AROMATHORED CEDAR CLOSET LINING 
eae PROMPT SHIPMENT 


i 
| 









































\\ 
fe 2 Ef oo b Dependable, uniform quality. Full 3 8” thick, 21 2,31 2” and 41 2” 
; ae RAT OE widths, center-matched and end-matched. Use euher side. Packed in 
| +, Ig! J fi | heavy kraft paper and taped to insure easy handling, random lengths 
f | :| q OEP: nested in 8’ bundles—40 board feet to the bundle. When desired, shipped 
nei P f IN MIXED CARS WITH 























| PAROMAAT TC Solid White Ash Paneling Solid Philippine Mahogany Paneling 
REO CEDAR Solid Red Cypress Paneling Kiln Dried Yellow Pine Shed Stock 
DP | Write for Aromatic Red Cedar folder. 
“It’s Quality That Counts” 


















PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 












SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH * DOUGLAS FIR 


MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicago, |: 
Illinois; New York City, N.Y. 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


|| WEST COAST WOODS AND SHINGLES 
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Sales Up . . . Profits Down 


First quarter showings in many 
large companies revealed highest dol- 
lar volume in their history ... much 
larger than in the same period last 
year. Gross profits were up, too. 
However, the net was a different story. 
Taxes bit deep ... so deep, in fact, 
that what was left wasn’t equal to the 
net when volume was smaller. In 
other words, business men are being 
forced to run faster and faster to 
maintain their position or to keep 
from losing ground. Larger invest- 
ments ... greater risks . . . more 
work—less to show for it. 


... Fly in the Retail Ointment: 
Bulging inventories without cor- 
responding bulges in selling ef- 
fort. 


Log Jam 


Procurement of merchandise and 
materials has received the major at- 
tention of retailers for the past sev- 
eral months ... a situation which 
eventually filled every available inch 
of storage space not only in stores 
but in the cities where they are lo- 
cated. Clamp down on credits and 
the slowing down of scare buying by 
the public have brought retailers (and 
manufacturers too), face to face with 
the problem of how to get out from 
under without breaking the market 
and ending up with a loss. No easy 
task! 


. . - Today’s Common Problem: 
Too much merchandise — too 
little salesmanship. 


Flood Tide 


Quotation from a recent issue of 
Time Magazine: “Nowhere was the 
pile-up bigger than in Chicago, head- 
quarters for Associated Warehouses, 
Inc., sales organization for 75 U. S. 
warehouses. Executive Secretary 
Clyde Phelps picked up the phone one 
afternoon last week, got a call from 
a Louisville, Ky., soap manufacturer 
who wanted room for 200 carloads of 
soap. The phone rang again; it was 
a San Francisco cosmetics manufac- 
turer who wanted floor space to store 
his excess inventory in Chicago. 

“Phelps said there wasn’t an inch 
of storage space left in the city. Goods 
are piled in sheds, under tarpaulins 
in open-air lots, in freight cars on 
sidings (with manufacturers footing 
the expensive demurrage bills). Mer- 
chants who have asked ‘immediate 
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shipment’ on goods, thinking this 
would mean a month or so, have been 
flabbergasted when they got the 
goods in a few days, with no place 
to store them. ‘In the 20 years that 
we’ve been in business,’ said Ware- 
houseman Phelps, ‘we’ve never been 
flooded with more merchandise than 
we have in the past 60 days.’ ” 


. .- Panic buying must now be 
supplanted by better merchan- 
dising. 


Everybody in the Act 


To refer to the current bulge in the 
waist line of inventories as “abnor- 
mal” is correct. On the other hand it 
is the “normal” result of screaming 
headlines inspired by torrents of bu- 
reaucratic talk concerning controls, 
rationing, allotments and the various 
devices by which the ultimate con- 
sumer was to be prevented from buy- 
ing what he needed or thought he 
needed. Came an all time high in 
buying sprees . a binge which 
included all parties concerned. Every- 
body got into the act. 


. . - Fear was responsible for 
seare buying and the daily grist 
of releases from Washington 
kept it constantly in the minds 
of the buying public. 


What to Do About It? 


Speculation is always fraught with 
elements of danger and chances of 
heavy losses and this is true par- 
ticularly when it applies to merchan- 
dise. For most merchants, buying is 
far easier than profitable selling and 
this was true even when shortages 
loomed large. “Buy whatever you 
can, wherever you can, get it and at 
whatever prices you have to pay.” 
Many a buyer set forth with these 
words ringing in his ears ... not in 
the retail lumber industry as much 
as on Main Street. It was only nat- 
ural that warehouses should soon be 
running over. 


. . » Next job is to sell our- 
selves out from under the heap. 


Money Raising or 
Hell Raising 


Bulging warehouses mean lean bank 
accounts, The dealer who has bor- 
rowed his limit and still owes for 
stacks of invoices that are coming 
due shortly, isn’t in a frame of mind 
to do a good merchandising job. . . 
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Too much pressure. Tendency is to 
cut the price. Then at the first sign 
of price cutting the ultimate consumer 
becomes wary. When prices are ad- 
vancing he buys to escape further 
increases. When they start to go 
down he waits for further declines, 
That is why so many “money raising 
sales” actually are hell-raising sales, 
They “dry up” prospects rather than 
make new ones. 


















































. .. It’s never possible to put 
too much emphasis on better 
selling. 







Merely Temporary? 


Perhaps the current lull may be 
over by the time these paragraphs 
appear in print. Or it may take a few 
weeks ... or months... to run its 
course. From the Sunday paper we 
gleaned the following: “The Govern. 
ment sees fall as the time for the 
next sharp upturn in the wage-price 
spiral. According to Washington’: 
appraisal of the business outlook, the 
softness in prices and sales, especially 
in consumer hard goods, is temporary. 
Inventories are up, but the experts 
are guessing this picture will change 
in the next four to five months. Items 
made of metal will be scarce and the 
pressure on prices will be mounting.’ 
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..- The teetering spiral is not 
a safe perch for anyone—agile 
or otherwise. 


























$10 Billion Up 











When it comes to retailing, we'll 
place our bet on the agile merchal- 
disers rather than on the agile buyer 
while admitting at the same tim 
that it is a combination of the tw 
that makes the ideal setup. The poitt 
we are trying to get across is tha 
the tendency of late has been to spetl 









too much time OBTAINING merchat: 
dise and not enough on how to SEL 
it. That’s why inventories are $1! 
billion higher than at the same tim 
last year. Looks as though it reall 
IS time to begin to flex the svllim 
muscles! 











Happy Medium 






At the moment it may be betier 
lose an occasional sale by not havitt 
enough materials to satisfy al] cus 
tomers than it is to lose the profit 
on all sales because of bulging i! 
ventories and reduced turnove! 
There’s always a happy medium thil 
should be taken into consideration. 
























































Me 














BUILDY 





to 
on 
er 
d- 


g0 
es, 
ng 
es. 
lan 


we'll 
‘chal 
yuryers 
time, 
e two 
 poitt 
3 that 
spent 
rchat- 
SEL 
“e $il 
e time 
really 
selling 















A Came os 
iMimice” = aA aEOw Wane Luasaea. 


wm “es na nyu wy ay 'E / 
| re | a | ii 


The Job at Hand... 
Garathena, Geras, foe 1697 t 
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The First Order Of Business At Our Mills 
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THERE IS NO LET DOWN IN 
OUR QUALITY-PRECISION 
MANUFACTURE AND KILN 
DRYING 





Stop and take a good hard look at the W. T. Ferguson in- 
voice above dated March 1894! Although the figures have 
changed considerably since that day—the quality and manu- 
facture of Ferguson lumber have constantly improved. 


For prompt dependable service on your lumber 


needs—you need look no further than Ferguson. 
Write, Wire or Phone. 


SOUTHERN PINE 
SOUTHERN HARDWOODS e WEST COAST WOODS 


W..T. FERGUSON LUMBER CO. 


Since 1893 * St. Lovis 1, Mo. * Phone: Chestnut 8646 





Mills: Anderson and Canby, California 
Sales Office: Anderson, California 
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PUILDING Propucts MERCHANDISER 


YOU CAN PROFIT 


BY USING THIS 


DADO 
HEAD. 


One of the finest 








Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 
s 
End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 


wood cutting tools 


ever devised, the 







Huther Patent Groov- 


er or Dado Head can 
Members: 


and over, by sixteenths. Easy to adjust. 


joe es . ® on us for complete data. 
ROTHERS HUTHER BROS. SAW MFG. CO., INC. 


ARREARS IES ‘ 2 
MILEY, SOUTH CAROLINA 1290 University Ave. +« Rochester 7, N. Y. 


ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 





be made to fit any 


saw mandrel. Cuts perfect grooves from Ye” to 4” 




















SAW MAKERS FOR OVER 65 YEARS 

































WHAT’S NEW of exposed shingle is 1136", 'a ci | 
































mension decided upon as a result enc 
of research studies by the Bird tan 
Products .... Sales Aids... . Literature laboratories at East Walpole and wl 
at their Chicago plant. Colors were bul 
selected on the basis of known con- of 
sumer preference in each plant ter 
“What's YOUR Answer?" leaflets are designed for use by area. The Chicago plant’s Narrow 195 
That’s the title of American dealers in display racks or as mail- Shake colors are Pearl White, !vy wh: 
Lemberman’s newest feature. Rate ing pieces. They are available Green, Havana Brown, and Dawn non 
yourself by answering 10 questions without charge from the SPA. Gray. Bird’s East Walpole colors des 
from the advertising and editorial Dealers who want to use the pam- are Birch Gray, Forest Green, nd - 
sections of this issue. Quiz is found phlets in summer advertising cam- _‘ Pilgrim Brown. a 
on Page 24. paigns can also order mats of these ae 
designs without charge. Each pam- ely 
phlet contains detailed plans for : for 
“making it yourself,” along with j bec 
a complete materials list. Write y In ¢ 
Southern Pine Association, Dept. ; a i ‘Als 
AL, P. O. Box 1170, New Orleans Ss) . Als 
4, La. : ss Bee pla: 
eva ™, } » is use 
— | ae : bul 
parrot nl Ag eel | New Bird Siding wr si 
an ss A new insulating siding product, a / vom 
Oe aie oes tg. 0 Shake Insulating Siding, , a 
as been announced by Bird & Son, te 
"Make-It-Yo i" p hlet Inc. This new overlap type siding New Sales Helps Was 
-It-T ourse ampniets meets requirements of F. H. A. ac- A new four-color booklet on 
Three new “Make-It-Yourself” ceptance for sidewalls on new con- _Celotex Interior Finish materials 
pamphlets are available to dealers. struction as indicated in F. H. A. is just off the press. Packed with 
In easy, illustrated reading, they | Use of Materials, Bulletin UM-8; home remodeling and decorating 
tell how to make a picnic table and March 5, 1951. It is believed that ideas utilizing the various types 
bench, a lawn chair, and a work ~ this F. H. A. Acceptance will be of Celotex Interior Finishes, the 
bench and storage shelves. First of special interest to project build- eight-page book illustrates several 
of a series to be published by the ers and others searching for new rooms done in the two newest ex- 
Southern Pine Association, the | economies and new exterior designs Clusive Celotex colors—Blue-Green 
and Sierra Rose. These modern 
colors, selected after a nation-wide’ 
consumer survey conducted by the 
Edges turned and trimmed New York color engineering firm 
. . of Howard Ketcham, Inc., are prov- 
for easier handling, faster work ing highly popular additions to the 
and added strength. Celotex line. Copies of the new 
Interior Finish book are currently 
being offered in Celotex national 
advertising. Write The Celotex 
Corporation, Dept. AL, 120 S. La 
Salle St., Chicago 3, IIl. 
il oe "Me 
MALY! Z. Neg Str 
HEMDEDGE aa) |: 
te | hy ) time 
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CORNERITE MH | Be viv ‘ rom 
| 1 i ; and 


all-a] 


: able 
iG ~* : fit ar 
: coe 4 one, 


ee ene ; wond 
Send for the new PENMETAL Catalog, the , x Ser's 
most complete publication of its kind in me‘a 
STRIPITE the industry. Free, of course. CORNERITE Plywood Built on strip 


A portfolio of architectura! de ne 


82nd PENMETAL 
YEAR bp signs for plywood built-in features 
- ey, ENN LAlagNe ComPANY, INC. has just issued by Douglas rd PD 
General Sales Offices: 205 East 42nd St New York 17, N. Y. Fir Plywood Association. Designs deliv, 
oe ore one o i range from handsome living room ph 
san Fr: ' a ; W. Vo. storage walls to free-standing out BH ay 
door storage features. Compiled "yj; 








June 2, 1951, AMERICAN LUMBERMAN Off By, 


















id 


















} de- 
tures 
uglas 
signs 
yoom 
, gut- 


> 


led in 















handy -file format for ready refer- 
ence, the 16-page portfolio con- 
tains more than 50 architectural 
drawings of indoor and outdoor 
built-ins. The drawings shown are 
of the national award-wining bet- 
ter living features developed in the 
1951 NAHB-Forum competition 
which attracted 2,727 entries. Ar- 
ranged by area of the house, the 
designs for built-ins include stor- 
age units for books, records, 
papers, etc., in living rooms, free- 
standing breakfast bar and dining 
room partitions, ingenious closets 
for finger-tip convenience in the 
bedroom. Others offer new ideas 
in outdoor storage for garden tools 
ani children’s athletic equipment. 
Also included is information on 
planned storage along with grade 
use information on plywood for 
built-ins, fences, carports, siding 
and other applications in remodel- 
ing and home building. For free 
copy write Douglas Fir Plywood 
Association, Dept. AL, Tacoma 2, 
Wash. 
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Met-L-Wood" Combination 

Designed to meet government re- 
striections, Security Sash and 
Screen Co. is reintroducing an old 
time-tested favorite- wood and 
metal combination storm sash and 
screen with several new “plus” 
features. The new “Met-L-Wood” 
combination is said to be a proven- 
seller, and has most of the sales 
and profit features of Security’s 
all-aluminum Security Sash. Avail- 
able in stock sizes, it is easy to 
fit and install permanently by any- 
one. With a sturdy, inconspicuous 
wood frame and three metal in- 
Ser's (2 glass and 1 screen), the 
me‘al slide channels and weather- 
stripped meeting rails assure easy 
Inside-the- house operation plus 
Minimum year-round maintenance. 
Of prime interest to new and old 
dealers, is Security’s: immediate 
delivery of most sizes. Write Se- 
cur:ty Sash and Screen Co., Dept. 
AL, 385 Midland Ave., Detroit 3, 

1cn, 


‘Have complete records of every sale— 
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Uarco Invoice-Delivery Receipt System 
@ Uarco Recorder Register 
e@ Uarco Continuous Register Forms 










































Know WHAT 
has left your yard 


....have PROOF 
it was delivered 





















what it was, when delivered, how paid for...and when! 


All you need is this simple Uarco Record System! One writing on the 
register produces: 
(1) yard order . .. shows what makes up the load 
(2) delivery receipt... proves delivery ° 
(3) customer’s invoice ... payment, charge or cash 
(4) office copy . .. posting and auditing record. 
This fourth copy files automatically in a special 
locked compartment of the register, for safety! 
One writing, four records .. . all you need. Each set is consecutively 
numbered. Each copy is clearly identified by color, marginal words, per- 
sonal handwriting. Uarco designs the complete system to fit your own yard! 


Compare this Uarco way Mail this coupon for actua! samples of these 
efficient forms. These are samples of Uarco Forms 
with your present now used by other dealers like yourself. They 
protect their profits—these forms will show 
method. Then... you how to protect yours! 








UARCO Incorporated 
Room 1628, 141 W. Jackson Blvd. 


Chicago 4, Illinois 
Please send samples of Uarco Record Systems for 
Lumber and Building Supply Dealers. (Please 
print. ) 


INCORPORATED 
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Business Forms 
Factories: Chicago; Cleveland; Oakland; Ns akin win eine 0b045e0ees anes seeueueeeeseeenes 
Deep River, Connecticut; Watseka, II. 
Sales Representatives in All Principal Cities iid erieeweseeeknetenesanes Ae ETE 
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PROFIT FOR 


DEALERS 






the most practical 


ever offered! 






Mandulo 
HOUSE PLANS... 


and profitable plan service 


Roxdale Window Display 


Roxdale Building Products has 
announced that it will place its 
main emphasis and direct its 
strongest promotional effort at the 
install-it-yourself redecoration 
market. Typical of the type of 
sales aids with which Roxdale will 
supply dealers is its window dis- 
play shown above. The display con- 
sists of a colorful lithographed 
kitchen scene mounted on a card- 
board stand, montages of Roxdale 
booklets and background of full- 
sized Roxbord sheets. It features 
the theme of easy installation and 
lifetime economy. This display is 
the first in a series of displays 
which will be given free of charge 
to all Roxdale dealers. Write Rox- 
dale Building Products Corp., Dept. 
AL, 2916 White Plains Rd., New 
York 67, N. Y. 






















healthy profit. 


material and labor costs. 


















Kits retail at $10.00. 


wrRITE 
TODAY 








Plandrite Homes, Inc 


Please fill in: 
Price range of house... 


Style of house.. 













Enclosed is our check for $ 
NAME ... 
Company ...... 
Address .... 


Investigate today. See how you 
can earn additional profits as 
well as additional customers. 


Your profit on each kit $4.00. 


Now your customers can immediately 
see the home they want. There are 
15 different Plandrite house plans— 
from a $10,000 ranch to a $35,000 
dream home. You'll sell them every 
time—and on each kit you make a 


Each kit contains an architect's render- 
ing of the house, a floor plan PLUS 
full-scale actual BLUEPRINTS. You can 
quickly, accurately and easily figure 


1600 Long Valley, Glenview, Illinois 
1 Send us ONE Sample Plandrite Kit for 
$6.00 


No. of rooms in house. ee eee 
C) Send us more complete information. 












Bath Tub Protection 


Specially designed to cut labor 
costs and give better protection to 
bathtubs, a new product, called 
Protectub (pat. pend.) has been 
put on the market. It consists of a 
2-piece water repellent corrugated 
unit which fits inside the tub, and 
over the seat and the front and con- 
forms to the tub shape. It will not 
interfere with any of the other 
trade workers and is put in when 
the tub is installed and left there 
until the fixtures are cleaned. Pro- 
tectub covers offer better shock pro- 
tection than the old method of 
gummed paper and cuts the old in- 
stallation time of 40 minutes to less 





than 4 minutes, and the removal 
time from about 40 minutes to 


about 30 seconds. 
Inc., Dept. AL, P. O. Box 26, New 
York 2, N. ¥. 


Stylite Awning 


takes the scorch off the sun’s glare, 
but filters soft light through—has 
been introduced by Stahl Indus- 
tries, Inc. The new product, called 


Lf 
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Write Protectub, 












An awning—which not only 


“Staylite,” is said to combine all 
the advantages of both fixed and 
movable-type awnings. “Staylite” 
is made of non-critical material 
and as the name implies, is de- 
signed to provide restful shade un- 
der a scorching sun. The new awn- 
ing shades without darkening the 
room and doesn’t require periodic 
repainting. The “Staytex” process 
seals the color in permanently. No 
need to worry about peeling, crack- 
ing or chipping. “Staylite” awnings 
can easily be washed clean. Each 
awning is packaged completely, 
comes ready to install. No skill is 
required to assemble and install the 
awning to fit individual require- 
ments. A wide variety of color 
combinations are available. Write 
the Awning Division, Stahl Indus- 
tries, Inc., Dept. AL, 340 W. Earl 
Ave., Youngstown, Ohio. 
























Sash Balancer and Holder 


This combination balancer-:nd- 
holder in one, is said to save as 
much as $2.00 to $3.00 per window. 
It is ideal for use when replac ing 
old-fashioned cord and _ weights. 
Installation takes less than a mil- 
ute and a turn of the screw loosens 
or tightens the window as require 
This invisible, rust-resisting init 
is guaranteed for the life of wil 
dow sash. It eliminates sticking, 
binding or rattling of window. . 
free demonstrator window is avail- 
able with first order of a half gross 
or more. Ad mats may be hai on 
request. For descriptive literature 
write Rockford Sash Holder, inc. 
Dept. AL, 507 Empire Builcing, 
Rockford, IIl. 
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5,000-Lb. Fork Suk | 


Yardlift-150, pneumatic-tired 
giant for out-of-doors handling of 


15,000-lb. loads, has been added 
to the Clark Equipment Company’s 
line. Thoroughly tested in typical 
big-load handling operations, the 
Yardlift-150 is described as ideal for 
use in lumber mill yards and in large 
building supply yards. The Yard- 
lift-150 is said to be easy to steer 
and maneuver. This is achieved by 
use Of a 22” diameter hand wheel 
which operates an hydraulic power 
steering-control. In case of engine 
stoppage, the steering linkage can 
be operated mechanically. The 
truck is compactly designed for a 
minimum turning radius, and its 
comfortable riding prevents driver- 
fatigue. Among structural features 
to be noted are an extra-wide axle 
to provide maximum _ stability 
under load. The frame is of heavy 
construction and all components 
have been designed for ample re- 
serve strength in extreme service. 
Literature containing full informa- 
tion is available. Write Industrial 
Truck Division, Clark Equipment 
Company, Dept. AL, Battle Creek 
40, Mich. 








New Perimeter Registers 


Air Control Perimeter Diffusers 
are a long, narrow register with 
adiustable fins that put the warm 
alr where it is needed. They give 
a flat pattern of air that completely 
blankets picture windows and cold 
Outside walls, thus preventing cold 
drafts in the room. Ideal for use 
uncer stairs, kitchen cabinets, high 
Side wall, ete. Vanes can be ad- 
justed on the job for any desired 
air pattern. Heavy gauge, rugged 
construction. Built to take hard 
usage, Available in Oak or Met- 
alescent finishes. Four sizes—4x10, 
4x]2, 4x14, 214x14. Adjustable 
dar per for balancing heating sys- 
tems. Write Air Control Products, 
Inc, Dept. AL, Coopersville, Mich. 
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Perimeter Insulation 

The story of Perimeter Insula- 
tion for Standard Heating Systems 
has been published by Owens- 
Corning Fiberglas Corporation. 
Easy to read, the 20-page booklet 
contains many diagramatic sketches 
illustrating the proper method of 
installing perimeter insulation. The 
publication has been prepared for 
heating equipment manufacturers 
and owners, builders and con- 
tractors of homes, according to 
the Fiberglas Corporation, in view 
of “the ever increasing demand for 
basementless houses using concrete 
slab floors on grade.” The booklet 
relates that temperatures inside 





and outside the home and those be- 
low the house must be considered 
and that much heat is lost through 
the concrete floor slab and the 
stone and gravel fill if perimeter 
insulation is not installed below 
ground along the foundation wall. 
By use of perimeter insulation 
most of the heat is kept in the 
floor slab where it creates comfort. 
The booklet points out that con- 
crete in slab and masonry in foun- 


dation walls conduct heat 30 to 
35 times faster than insulating 
materials. For copy of booklet 


write Owens-Corning Fiberglas 
Corporation, Dept. AL, Toledo 1, 
Ohio. 














oy ECONOMY = 
“FLOOR CIRCULATOR 


An unbeatable value — builds 

j store traffic and sales volume! 
All steel constructionand 
balanced aluminum blade. In 
Sunset Tan. 3 speeds. 


BERNS MFG. Co! 
, 3050 No. Rockwell, & 


REVERSIBLE 
WINDOW VENTILATOR 


The original reversible ex- 
haust and intake fan!—with 
easy patented reversing 
mechanism for complete 


tan finish. 





safety. In 10", 12", 16"and 
20" models. Adjusts to 
every window width. . 
Handsome white /. : 


e 1 et 
aiih. wall switch 
controlled 


KITCHEN 
VENTILATING FAN 


‘Flick the wall switch! — 

_ Quiet, powerful fan starts 
“and stops, outer door 
- opens and closes. Outer 
ia ‘frame will not rust or 

warp fan housing. Pol- 
ished chrome or gleam- 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls. 
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"CALIFORNIA. 
SUGAR PINE 


PONDEROSA PINE. 
DOUGLAS FIR 
RED CEDAR 
WHITE SPRUCE 


Mouldings and 

Cut-to-Length 

Window and 
Deor Trim 


QUALITY LUMBER 
FOR 63 YEARS 


"SF rte Fa Worderh 














WINTON 


LUMBER SALES CO. 


FOSHAY TOWER 


MINNEAPOLIS 2, MINN. 
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Illustrated Counter Easel 


A complete sales story on the 
Youngstown Kitchens Jet - Tower 
dishwasher is told in a small, fully 
illustrated counter easel now avail- 
able to retail dealers. With the 
easel, the dealer can take the cus- 
tomer through a step-by-step dem- 
onstration. Seven pages of the flip- 
over easel are devoted to showing 
how dishes can be racked in the 
baskets, and also how pots and 
pans can be placed to receive full 
washing action of the unit. Four- 
color photos of kitchens equipped 
with both the 48” Electric Sink 
and the 27” Automatic Dishwasher 
are shown. Other pages in the 
easel give facts about construction 
of the unit, how washing action is 
achieved, hints on installation, use 
of detergents, and exclusive fea- 
tures of the Jet-Tower dishwasher. 
Write Mullins Manufacturing Cor- 
poration, Dept. AL, Warren, Ohio. 











Water Softener 
Outstanding in the water soften- 


ing market is the completely auto- 
matic Webb Hydrojet, the only 





softener lined with a rust- and cor- 


June 


STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER- GRIP 
LINOLEUM PASTE 


More spread per 
gallon (20 yards or 
more) . . . smooth- 
er body... easy to 
spread ...no dis- 
agreeable odor... no presetting neces- 
sary ...never gummy or tacky. 












LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 
1515 N. HADLEY ST. ST. LOUIS 6. MO. 


WAGNER 
GARAGE DOORS 
































































fr 


"“ROLLEZY" 

AND "GLIDEOVER"—A wide range of cver- 
head models and sizes from 8' x 6' 6° to 
24' x 24' to meet all residential and com: 
mercial requirements. 

"AUTOMATIC 

ELECTRIC DOORMAN"—Push-button cper- 
ator for opening and closing ANY mak» o 
sectional overhead and most one-piece d'or. 
WAGNER ALSO MAKES—Saw horse tre: | les 
scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins 


Wagner Manufacturing Co. 


Box AL-51, Cedar Falls, lowa 
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rosion-resistant baked plastic. En- 
gineered to operate at pressures as 
low as 15PSI, salting takes only 
a few minutes and, under normal 
water hardness conditions, it is 
necessary to salt the brine tank 
on'y once a year. All fittings are 
of copper, brass or bronze. The 
Webb softener is finished in two 
of hammertone blue-green 
enimel. Softener and brine tanks 
taxe up a space of 60” high, 17” 


decp and 30” wide. The unit oper- 


ates at 110-120 volts, 60 cycle. 


Write Webb Manufacturing, Dept. 


Al, 3454 Vosburg St., Pasadena 8, 
Calif. 


“Gia Living 


...AND HOW TO HAVE JIT 


For Dealer Distribution 


“Electrical Living . . . and How 
to Have It” is produced by West- 
inghouse for dealer distribution to 
customers who are thinking of new 
homes or remodeling, and want 
sound ideas and useful facts on 
electrical planning. This _ large 
booklet, 814” x 11”, is an exceed- 
ingly attractive presentation. Some 
of the latest ideas in electrical plan- 
ning are illustrated with pictures 
and sketches showing modern 
kitchens, laundries, decoration, 
lighting and wiring. The book gives 
complete coverage of a practical, 
electrical system in the home. It 
also features floor and table light- 
ing, built-in lighting, valance and 
mantel lighting. For the bedroom, 
suggested lighting calls for general 
illumination, shadowless light at 
mirror, light at bed, portable light 
for reading or serving and electri- 
cal capacity for fan or room cooler. 
Two pages with diagrams are de- 
voted to electrical wiring for effi- 
ciency and economy. Also included 
are brief notes explaining where to 
get the money for home building 
or remodeling. For a copy of this 
informative booklet, write Better 
Homes Bureau - Westinghouse 
Electric Corporation, Dept. AL, 
Box 868, Pittsburgh 30, Pa. 
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Frame Has Free-Floating Panel 


The Neway steel sliding door- 
frame combines top track ball bear- 
ing suspension with an exclusive 
expansion joint that permits free- 
floating quarter-inch board or ply- 
wood panels, which can expand or 
contract in the rigid-box-and-chan- 
nel steel frame. The Neway is the 
only steel sliding door-frame with 
free-floating panel . . . space be- 
tween the edge of the panel and 
the frame permits panel to expand 
or contract without warping. The 
door-frame is shipped K. D. for 
quick assembly using your own ply- 
wood panels. Write Orchard Bros. 
Inc., Dept. AL, 63 Meadow Road, 
Rutherford, N. J. 





Lad 
Speed Tile Cutter 


Hachmeister-Inc., manufacturers 
of Hako Asphalt Floor Tile, has 
introduced a new cutter for in- 
stallers of asphalt, rubber, linoleum 
and vinyl floor tile. Known as The 
Speed Cutter, it is a compact, rug- 
gedly constructed tool which auto- 
matically scribes each tile while 
cutting, to assure perfect fit at 
lightning speed. Calibrations on 
the base permit precision cutting 
of pieces. Also, the gauge has a 
semi-automatic setting for cutting 
9” x 9” diagonal half tile which 
can now be cut factory-true on the 
job. The base of The Speed Cutter 
has a smooth under-surface per- 
mitting the machine to glide along 
the floor as the work progresses. 
Total weight is approximately 17 
lbs. The tool is small enough for 
use in cramped areas yet large 
enough to cut a 12” x 12” tile. 
Write Hachmeister-Inc., Dept. AL, 
2332 Forbes St., Pittsburgh 13, Pa. 








SLIDING DOOR 


gq TRIM 


Rite Trim has 
the look of 
quality .. . it is 
high quality, 
too, yet prices 
" are modest! 
When you think of sliding doors 
remember Adams-Rite can supply 
the proper trim from a cup pull 
to a completely modern lock. 
You'll especially admire our lock 
. . . It installs as a single assem- 
bly even in narrow stiles by a 
simple cut-out, no mortise. Three 
types fit all doors from 114” to 2” 
in thickness. Adaptable to doors 
of either hand with deadlock 
either side and emergency un- 
locking feature opposite. For 
maximum security, pin tumbler 
cylinder operation in the escutch- 
eon is optional. Escutcheon meas- 
ures 4144” x 27%”. 
A variety of stand- 
ard finishes avail- 
able on all Adams- 
Rite items. 















WRITE NOW FOR 
YOUR CATALOG 








MANUFACTURING CO. 


40 WEST CHEVY CHASE DRIVE, GLENDALE 4 
CALIFORNIA, -U' S.A 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 


requirements. 
Carl E. Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Malin 6954 Riverside 4335 


CURTIS LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 











Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon 
umber C Deniiiem, nie | 








Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


814 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 3lst Year 

















564 Market St., Sen Poancions 4, | Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
vee LUMBER MERCHANTS 


astern Office 4 Warehouse: 
THE e - MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portiand 4, Oregon 














New E-Z Glide Sliding Track 


Officals of The Engineered Prod- 
ucts Co. say their new E-Z Glide 
Sliding Track for sliding doors, 
drawers and sash applications, is 
outstanding for its easy operation, 
simple application and long-wear- 
ing qualities. All tests, using an 
80-pound door on this fiber track 
and shoe, were run 180,000 com- 
plete cycles. Reports indicate 
neither track nor shoe showed 
enough wear to be considered. On 
drawers, a smooth easy operation 
is maintained with loads up to 70 
and 80 pounds in the drawer. 
Tracks and shoes are rust-proof 
as well as corrosion-proof. There 
are no moving parts. When neces- 
sary they can be cut on the job to 
any length desired and are quickly 
and easily installed. Doors are re- 
movable without tools. The action 
is said to be sure, easy and com- 
pletely quiet. For descriptive lit- 
erature write The Engineered 
Products Company, Dept. AL, Flint 
4, Mich. 





























Cabinet of Many Uses 


The Princess Pat is a cabinet of 
many uses. Sturdy enough for 
power tools, it easily serves as a 
workshop, hobby department, work 
place for children; table seating six 
people in a rumpus room, kitchen 
or dinette. The cabinet occupies 
floor space of 12” or 30”; holds 
complete light housekeeping equip- 
ment for a family of six. Here is a 
list of items it should contain: 2- 
burner electric stove, percolator, 
toaster, 35 pe. set of dishes, 26 pc. 
set of silver, water pitcher, six 


glasses, carving set, two trying 
pans, dutch oven, pressure cooker, 
two sauce pans, preparation forks 
and spoons, salt and _ pepper 
shakers, cannister set, wire basket 
for foods, pot lids, dispenser and 
100 water repellent garbage bazs, 
This attractive v-jointed knotty 
pine folding table cabinet is avuil- 
able unfinished or in natural pine 
finish. Write Gannon Manufactir- 
ing Co., Dept. AL, 1848 18th Ave., 
Rockford, IIl. 


One-4-All Roller Painter 


A new One-4-All roller painter, 
announced by Thomas Products 
Company, provides one cover for all 
types of paint—flat and semi-gloss 
paints, enamels, rubber-base and 
water-mix paints. This new cover 
is of manufactured wool, uniform 
in height and in density of pile. 
For the user, its advantages are 
that it leaves no streaks, helps keep 
a wet edge, minimizes “orange 
peel,” and is easily cleaned. For 
the dealer, it simplifies inventory 
and ordering because only one type 
of cover is needed for all varieties 
of paint. Thomas, however, will 
continue to provide a long-pile cover 
for painting wire fences and cinder 
block surfaces. Write Thomas Prod- 
ucts Company, Dept. AL, 8490 
Lyndon Ave., Detroit 21, Mich. 


Plastic Film Veneer 


The Di-Noc Company announces 
a wood-grain transfer for home 
use. The transfers, called “Trais- 
veneer plastic film veneer,’ come 
in sheets 32” x 48” and are authen- 
tic photographic reproductions of 
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fine wood-grains, 
leathers. 
smooth surface, Transveneer may 
be used to finish unfinished furni- 
ture in any of 13 natural grain 
patterns. 
be used to cover old furniture with 
new grains. 
various shades and grains of oak, 
walnut, and mahogany. Transve- 
neer is extremely durable. 
water and heat resistant and may 
be waxed and polished like wood. 
A) plication materials and full di- 
re.tions come in a kit which also 
serves as a counter display. Trans- 
veneer is easily cut to desired size 
with a razor blade and may be ap- 
plied by any housewife or home 
craftsman. 
and rounded surfaces of 
metal, glass, plastic, and composi- 
tion board. Write Transveneer Di- 
vision of the Di-Noc Company, 
Dept. AL, 33 Public Square, Cleve- 
land 13, Ohio. 





marbles and 
Easily applied to any 


The transfers may also 


Selections include 


It is 


It will cover both flat 
wood, 








Radiator, Range Enamel 


Radiators that have long been 
relegated to the boredom of alumi- 
num coatings can now be attrac- 


tively decorated in all the high 
fashion colors without fear of heat 
discoloration, peeling or cracking, 
With new Sapolin Radiator and 
Range Enamel. Easily applied by 
brush, this new heat resistant paint 
dries hard in a few short hours 
and is able to withstand rough 
Wear, scrubbing, boiling waters 
and grease, as well as tempera- 
tures as high as 500° F. Its quali- 
ties enable it also to increase the 
heat output of a radiator by in- 
creased radiation. Easily washable 
—a % pt. can can cover an aver- 
age radiator with just one coat. 
Write Sapolin Paints Inc., Dept. 
_ 229 E. 42nd St., New York, 
nN. ¥. 


BuitpInc Propucts MERCHANDISER 
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This new merchandising item 
has recently been released by the 
R.O.W Sales Company. The firm 
believes it is the first window com- 
pany to offer a transcription of 
professionally recorded radio com- 
mercials. This recording is offered 
at no charge to dealers and build- 
ers selling or installing R.O.W win- 
dows. There is a total of 10 com- 
mercials on the record. Six are 
one-minute and four are twenty- 
second “chain breaks.” A four-page 
folder gives complete information 
including how to arrange an audi- 
tion, how to use “open ends” for 
company name tie-in and includes 
a return postcard order form. 
Write R.O.W. Sales Company, 
Dept. AL, 1358 Academy, Fern- 
dale 2, Mich. 


Metallic Bronze Lacquers 


A new line of Metallic Bronze 
Lacquer finishes, offering substan- 
tial improvement over earlier for- 
mulations of this type, includes 15 
shades with other colors supplied 
on special order.. Standard colors 
include various shades of Old Eng- 
lish, Antique, Statuary, Gold, Cop- 
per, Brass, etc. All of these are 
designed to simulate closely the 
appearance of plated metal. The 
formulation of these Metallic 
Bronze Lacquers is unique. No 
dyes or bronze powders are used. 
Complete dispersion of pigments 
is obtained through special proc- 
esses which have been exclusively 
patented. Another feature is that 
“casting of shadows” has been to- 
tally eliminated. Color and reflec- 
tivity are always the same when 
viewed from any angle. The man- 
ufacturer says the products are 
non-cakng, non-jelling and _ rela- 
tively free from settling-out diffi- 
culties. All colors are warranted 
to be light-fast and non-fading. 
Write National Lacquer and Paint 
Co., Inc., Dept. AL, 7415-39 S. 
Green St., Chicago 21, Il. 


























BRAUND 


meets the demand for 


SUPERIOR 
QUALITY 


BIRCH 


Carload _ 


BIRCH 
PLYWOOD 


Stock Panels 


Grades A-A, A-l, A-2, A-3, 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. 
All thicknesses: 1/3" to 3/,”. 
Complete stock sizes. 


BIRCH 
DOOR PANELS 


Grades available: 
A-3, 1-3, 2-3, 3-3, in 
3" and 3/16". All 
panels are 3-ply. 


All Birch plywood meets 
Bureau of Standards spec- 
ifications. 


BIRCH VENEER 


Rotary and Sliced Cut. 
Standard Thicknesses. 
Faces, Backs, Cross Band- 
ing & No. 1 Sheet Stock. 


L.C.L. 
SHIPMENTS 


now available from our 


new 
DETROIT 
WAREHOUSE 


including 


DOOR PANELS 
birch and gum ]/f & 3/16 


STOCK PANELS 


birch and gum all sizes 


SHEATHING 


fir and gum all sizes 


Specify your Requirements 


W. R. BRAUND 
COMPANY 
‘Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 
Telephone—Midwest 4-3450-51-52-53 


Birmingham TWX 500 
Detroit Warehouse—Tel. TY 4-4095 
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° sa Od el Oy 
The Only Cidjubtable 
Vest with Kingxeck 


@ The All-Purpose Adjustable Post 
with greater Safety Features. 
Ring-Lock Adjustment guarantees 
equal load distribution. Made 
from Steel Pipe and Heavy Tub- 
ing. Easy to install. Economical 
to use. Attractively packaged for 
better merchandising. 








DISTRIBUTES 
100% LOAD 
ON FULL 
CIRCUMFERENCE 


EE SIZES 
A-1 ADJUSTS 51534" - 9! 4 
A2 6" = 3'6* 51g 
A3 0” = 219". 316" 


rae 


Send Your Inquiry 





Name 
Address 














KEEP FLOORS LEVEL AND SAFE 








SEND FOR THESE: 


The new Kennatrack Sliding Door 
Hardware catalog illustrates and de- 
scribes the manufacturer’s complete 
line. This consists of four different 
tracks with hangers designed to meet 
every interior sliding-door need in 
homes, apartments, housing projects, 
stores, offices, public buildings, schools 
and colleges. The Kennatrack line is 
suitable for either remodeling or new 
construction. Write for descriptive 
catalog: Jay G. McKenna, Inc., Dept. 
651, Elkhart, Ind. 


A new booklet calls attention to 
Linedex, an efficient and fast form 
of visible reference. Like any other 
new and modern method of indexing 
information, Linedex is based upon 
the sectional principle. An installa- 
tion may be started in a modest way 
and added to as needs become ap- 
parent. Capital expenditures are thus 
spread over a length of time and need 
only increase as the reference require- 
ments expand. For copy of descriptive 
booklet write Management Controls 
Division, Dept. AL, Remington Rand, 
eae Fourth Ave., New York 10, 
N. Y. 


The Residential Ventilation Guide 
covers the use of mechanical ventila- 
tion in the residence. Information on 
all phases has been gathered, care- 
fully analyzed and consolidated into 
a complete guide. It is a development 
of the Attic Ventilation Code, which 
it supersedes. That subject is again 
fully treated in all of its new develop- 
ments. A section is also devoted to 
the popular window fans. Three types 
of kitchen fans are in use today; the 
choice of the proper size, location, and 
proper precautions are covered. Grow- 
ing residential uses for fans, such as 
bathroom, dark room and basement 
ventilation are discussed. The last is 
a valuable relief from dampness, de- 
cay and odors. Illustrations are used 
to clarify the various subjects and the 
language is not technical. Definitions, 
simple formulas, examples and a table 
of air changes are included. The 
booklet is designed for architects, 
builders, dealers and interested users. 
A copy may be obtained without 
charge by writing Propeller Fan 
Manufacturers’ Association, Dept. AL, 
2159 Guardian Bldg., Detroit 26, Mich. 


The booklet for hardwood and 
furniture manufacturers, purchasing 
agents, and government buyers, con- 
taining valuable information on low 
grade hardwood utilization and Mil- 
pak production, is still available. 
Milpak, a _ scientifically engineered 
hardwood product, was created to 
fulfill a twofold purpose. For hard- 
wood manufacturers it is an outlet 
for low grade stock in hitherto un- 
touched markets. For consumers it 
permits maximum utilization of lum- 
ber, minimum storage space require- 
ments and low rough mill labor costs. 
Standard Milpak grades now appear 
in the 1951 hardwood grade rules 
book of the National Hardwood Lum- 
ber Association. These rules are also 
contained in this new TECO booklet. 
Write Timber Engineering Company, 
Dept. AL, 1319 Eighteenth St., N. W 
Washington 6, D. C. 
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( Here's the one tha? ’ 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster, Pays 
dealers a bigger profi. 
SELLS BETTER because 


vik. NOT Sg it WORKS BETTER 
r/ ° 


STICKS AND STAYS pily 
nna, 








Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
at, ao after 

ear.” at’s more, 

urham’s Rock- outa 
Hard Water Putty lowa 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


5) DONALD 
DURHAM 





PUSH OR PULL ACTION 


The beauty of this new latch is its design 
and ease of installation. Requires no 
mortising—simply bore a one inch hole 
and insert screws. Four screws (two «01 
cealed) hold latch securely to the door. 
It closes silently and locks with a on 
venient slide bolt instead of the prev'ous 
swing lever. Handles are heavy cast'ngs 
in aluminum, brass or bronze. Bevcle 
escutcheon plates. Absolutely guaraniced 
against breakage. Also available with 
locking mechanism and two keys. Dis; lay 
models for dealers. 


Teloch 


BRASS. WORKS, INC. 


Ask Your Jobber or 
Write for Catalog 


250 EAST FIFTH STREET 
ST. PAUL 1, MINNESOTA 
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NAMES IN THE NEWS 








NEW SEIDLITZ BUILDING will permit expansion of production capacity by at 
least 50%, and will more than double available storage and shipping space for 


the company’s production. 


New Addition for Seidlitz Paint & Varnish Company 


The Seidlitz Paint & Varnish Co., 
Kansas City, Mo. announces comple- 
tion of plans to erect a two-story and 
basement addition to its factory _lo- 
cated at 18th & Garfield Sts., totaling 
26,000 sq. ft. of floor space. Construc- 
tion is scheduled to be completed in 
early September. The new building 
will be erected on a site 80 ft. by 135 
ft. immediately north of the present 
plant buildings, where space has been 
made available through the razing of 
existent structures. 

G. R. Seidlitz, vice-president and 
general manager, stated that the plant 
addition will be completely equipped 
with automatic conveyors, and the in- 


stallation of additional manufacturing 
and processing equipment will permit 
the complete mechanization of the 
company’s operation from raw mate- 
rials to finished products, on a preci- 
sion basis. 

It is predicted by G. R. Seidlitz that 
the plant expansion and moderniza- 
tion program will permit more rapid 
and efficient processing of prime con- 
tracts the Seidlitz Company is now 
producing for the U. S. Government, 
and will materially increase volume 
and flow of the company’s patented 
MultiTint Line and other products to 
over, 3,000 dealers and customers 


' throughout 21 states. 








Bruce Advertising Accorded 
Top Honors 


Top honors were accorded E. L. 
Bruce Co., Memphis, Tenn., by the 
Associated Business Publications in 
its annual competition for the most 
eifective use of advertising in indus- 
trial publications. 


A campaign of full page, full color 
acivertisements on Bruce Block Hard- 


Holton C. Rush, 
president of 
Greenhaw & 
Rush, Inc., beams 
with pride as 
Harvey Creech, 
advertising man- 
ager of E. 
Bruce Co., shows 
company presi- 
dent E. L. Bruce, 
Jr. the plaque 
awarded for first 
place in the ABP 
annual competi- 
tion. 


wood Floors placed first in the divi- 
sion on construction and engineering 
materials. There were more than 500 
entries in all. Portrayal of product 
beauty and high quality was the cam- 
paign objective. 

Harvey Creech, advertising man- 
ager of E. L. Bruce Co., and Holton 
C. Rush, president of the advertising 
agency, Greenhaw & Rush, Inc., were 
recognized for production of the 
prize-winning advertisement. 





Buitpinc Propucts MERCHANDISER 


Brainard Steel Launches 
National Ad Campaign 


The largest national advertising 
campaign in the history of The Brain- 
ard Steel Company, Warren, Ohio, 
was announced by E. W. Foehl, man- 
ager, Building Products Division. 

Advertising and sales promotion 
will be prepared and placed by the 
company’s recently appointed agency, 
The Griswold-Eshleman Company, 
Cleveland. 

The building products campaign 
will consist of %4 page and full-page 
color ads in Better Homes and Gar- 
dens beginning in July and running 
through December and _ featuring 
Brainard’s “Tel-O-Post”, an adjust- 
able jack post for sagging floors. In 
addition, there will be a campaign in 
the building, lumber and hardware 
trade journals directed at the build- 
ing products wholesale distributors of 
Tel-O-Posts and Brite-Lite Areawalls. 

Sales aids for dealers and distribu- 
tors are also planned. These will in- 
clude counter display cards, ad blow- 
ups, newspaper mats and catalog 
sheets on Tel-O-Posts and Areawalls. 


License Applications Period 


Extended for Fersolin 

_The period for receiving license ap- 
plications for manufacturing and sales 
rights for the sawdust soil improver 
process, Fersolin, has been extended 
from the previously announced dead- 
line of May 10 to July 1, 1951, the 
Committee on Hardwood Research 
Administration has advised the asso- 
ciation secretaries of hardwood pro- 
ducers. 

This action was taken at the re- 
quest of hardwood research commit- 
tee members who reported to Carl A. 
Rishell, Committee Secretary, an un- 
usually large number of inquiries from 
hardwood manufacturers about this 
new waste utilization process. 

The product, a black granular dust, 
is spread over the soil and plowed in. 
It serves as a soil conditioner for 
increasing porosity reducing hardpan 
and retaining the correct amount of 
soil moisture. 

A detailed prospectus covering the 
process and provisions for licensing 
are available to hardwood manufactur- 
ers from Carl A. Rishell, Secretary, 
Committee on Hardwood Research 
Administration, 1319 18th St., N. W., 
Washington 6, D. C. 


Acoustical Materials Assn. 


Inaugurates New Program 


Charles Nocar, Cleveland, president 
of the Acoustical Materials Associa- 
tion, announced the inauguration of 
a public relations program by the 
organization which has a membership 
composed of the leading manufac- 
turers of acoustical materials in the 
United States. The appointment of 
the public relations firm of Raymond 
C. Mayer Associates, New York City, 
to conduct the activity also was an- 
nounced by Mr. Nocar. 

“The public relations activity is 
part of the Association’s program to 
furnish architects and others with 
reliable data, technical and otherwise, 
on sound absorbing materials and 
their uses,” Mr. Nocar said. “Special 
emphasis will be placed on the re- 
search and other pubic service proj- 
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ects of the Association. At present, 
more than 30 percent of AMA’s pro- 
gram is devoted to research projects.” 

Officers of the Association are: 
Charles J. Nocar, president, E. F. 
Hauserman Company, Cleveland, 
Ohio; George W. Handy, vice-presi- 
dent, National Gypsum Co., Buffalo; 
Wallace Waterfall, executive secre- 
tary, Acoustical Materials Associa- 
tion, New York. 


Managers of Lowe Brothers 


Meet at Co. Headquarters 


The Lowe Brothers Company, paint 
and varnish makers, recently con- 
ducted a two-day conference for man- 
agers and sales managers of its six 
district sales areas. The meeting, 
which is a semi-annual affair, was 
held at the company’s headquarters 
in Dayton, Ohio. 

R. L. McPherson, general sales 
manager and conference chairman, 
explained the meeting was called to 
discuss various phases of dealer and 
customer relationships, consider sales 
and advertising plans, hear reports 
on marketing conditions in various 
sections and check on the progress of 
special sales programs now under 
way. 

District officials present for the 
meeting included: R. S. Parsons and 
R. D. Butler, Dayton; J. H. Bucher 
and I. B. Anthony, Jersey City, New 
Jersey; J. A. Roden and L. K. Jordan, 
Boston, Massachusetts; W. E. Ander- 
son and A. B. Benson, Chicago, Illi- 
nois; T. H. Hollimon and B. E. 
Bridges, Atlanta, Georgia; R. K. 
Mason and W. D. Moore, Kansas 
City, Missouri. 


Bee Gee Windows Win Blue 
Ribbon at Buffalo Show 


Blue ribbon first prize award for 
the outstanding window display at the 
recent Buffalo Better Homes Exposi- 
tion was given to Brown-Graves Com- 
pany, Akron, Ohio, makers of Bee Gee 
Wood Windows. In making the award 


Robert Bennineg- 
ton, Browr- 
Graves regional 
sales manager, 
Robert Frishie 
and Andrew Enik, 
Bee Gee sales re - 
resentatives, 
ceive the 19° 
First Prize Bl 
Ribbon Aways 
from B. L. Neéu- 
bauer, president 
of Buffalo Better 
Homes Exposi- 
tion. Award wis 
made for the out- 
standing window 
display “in the 
1951 Show. 


B. L. Neubauer, president of the 
show, stated: “Your exhibit shows 
good taste and planning. Our prize 
committee feels that it has been a 
definite asset to the show and has 
been instrumental in making the 1951 
show bigger and better than ever.” 

More than 75,000 persons attended 
the Exposition. 





Moore Plant List 


A list of lumber, veneer and wood- 
working plants equipped with modern 
Moore Cross-Circulation Kilns is in- 
corporated in the Moore Facts Bulle- 
tin No. 5103. Some of these plants 


are of small capacity having one 
small kiln. Others have installed from 
two to five kiln rooms, while some 
large mills have as many as 70 Moore 
Kilns. For copies of this list write 
Moore Dry Kiln Company, P. O. Box 
4248, Jacksonville 1, Fla. 





LIGHT 


AND EASY TO CARRY 


Put it where you 











@ LUMBER 

@ PLYWOOD 

@ DOORS 

@® BUILDING SPECIALTIES 


STANDARD LITEWATE 
Sectional Roller Conveyor 


—ideal for loading and unloading. Handles commodi- 
ties up to 60 lbs.—moves bags, cases, cartons, hollow 
bottom, narrow, cleated and irregular packages or 
articles not suited to wheel conveyors. Less pitch re- 
quired—operates at grades as little as %4 in. to % in. per 
ft. Interchangeable spacing of rollers—from 11% in. to 
12 in. centers. Available in 10 ft. and 5 ft. straight sec- 
tions and 90° and 45° curves. Keep LITEWATE con- 
veyors handy in your shipping room—carry a section on 


your truck. For complete information write for Bulletin 
AL-61. 


“Quality F-M Service” means you can rely on 
us for help in buying, selling and profiting on top- 
quality building products. Thousands of dealer 
customers now depend on this personalized, coop- 
erative service of Fiddes-Moore. 

Take advantage of the F-M guarantee of satis- 
faction on your next order — no matter how large 
or small. 














of menury ED sree 
FIDDES-MOORE & COMPANY 


HAMMOND, IND. FORT WAYNE, IND. 
Gee omaehen iz, teentnicomsbiaapitteas © Warten ines 
SOuthy Chicago 6.9223 Russell 2350 (Hammond ce 


STANDARD 
CONVEYOR COMPANY 


North St. Paul 9, << san hen News 
Minnesota we RAVITY & POWER 


CONVEYORS 
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Po es ta ee pe ee 
Miss Gum Spirits of Turpentine 1951. 





Wins at American Turpentine 
Farmers Association Meeting 


Miss Nira Jean Wimberly, a Quincy, 
Fla., beauty, won the title of Miss 
Gum Spirits of Turpentine 1951 at the 
recent 15th Annual Meeting of mem- 
bers of the American Turpentine 
Farmers Association. The meeting 
was held in Valdosta, Ga., home of 
the general offices of the Association. 

Miss Wimberly won out over a field 
of nine other charming young Dixie 
Belles. Each Director of the Associa- 
tion sponsors a candidate and Miss 
Wimberly was entered by Judge Har- 
ley Langdale, Association President, 
who was re-elected for the 15th con- 
secutive time to head the turpentiners. 

One new director was elected to the 
10 member board. He is Judge Os- 
borne Rhodes, of Walterboro, S. C., 
who replaces his uncle, W. L. Rhodes, 
of Estill, S. C. The senior Mr. Rhodes 
didn’t offer for re-election. 

Other directors in addition to Judge 
Langdale and Judge Rhodes are: A. V. 
Kennedy, Jim Gillis, Jr., John M. Cook 
and R. M. Reynolds, all of Georgia; 
Will Knabb and R. H. Gibson from 
Florida; M. C. Stallworth, Jr., Ala- 
bama and R. M. Newton, Mississippi. 

Besides Judge Langdale, other offi- 
cers are: Mr. Newton, vice-president; 
Ray Shirley, secretary; Mrs. Ora B. 
Hemmingway, assistant secretary and 
treasurer; J. Lundie Smith, general 
counsel. 





Mixer & Company Elects 
New Directors 


At Mixer & Company’s annual 
meeting of stockholders, the follow- 
ine new directors were elected: R. M. 
Burdin, O. D. Williams and C. F. 
Chorlton. The officers of this whole- 
sale lumber company, which is _near- 
ing its 100th anniversary are: E. W. 
Conklin, president and treasurer; H. 
R. Mayfield, 1st vice-president, T. M. 
Somers, 2nd vice-president; E. W. 
Treen, secretary; V. Luedeke, ass’t 
treasurer and C. F. Chorlton, ass’t. 
secretary and controller. 

Mixer & Company’s main office is 
at 2101 Elmwood Ave., Buffalo; yards 
are situated at Buffalo and Albany, 
and a sawmill and planing mill is lo- 
cated in Montana. Both hardwood and 
soi'twood lumber are handled at the 
Buffalo yard. 












Bur.piInc Propucts MERCHANDISER 


E. W. Smith Elected a Vice-Pres. 


of Owens-Corning Fiberglas 

Election of E. W. “Pat” Smith by 
its board of directors as a vice-presi- 
dent of Owens-Corning Fiberglas Cor- 
poration was announced by Harold 
Boeschenstein, Fiberglas president. 
Mr. Smith is in charge of merchan- 
dising and advertising programs, 
branch office contacts, and sales re- 
cruiting and training activities in the 
company’s general sales department, 
headed by Ben S. Wright, Fiberglas 
vice-president and general sales man- 
ager. 

Prior to joining Owens-Corning in 
1949, Mr. Smith was vice-president 
for sales of Philip Carey Manufactur- 
ing Co. Previously he served in vari- 





ous sales capacities with the Johns- 
Manville Corporation and Certain- 
teed Products Corporation. 

Mr. Smith is past president of the 
Asbestos-Cement Products Associa- 
tion, past chairman of the Board of 
Governors of the Asphalt Roofing In- 
dustry Bureau, a former committee- 
man of the Producers’ Council, and a 
past director of the National Mineral 
Wool Association and of the Insula- 
tion Board Institute. 


Gott New AMF Vice-President 


Rodney C. Gott has been named a 
vice-president of American Machine 
and Foundry Company, Morehead 
Patterson, AMF board chairman, an- 
nounced. Formerly assistant to the 
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LOOKING FOR QUALI 
FLOORING? 


The Brand 
you want 
is 


IAPENTER BRS 
DAK FLOORING 
CARPENTER OAK 


P. O. Box 1449 





BIRMINGHAM, 


906 North 40th Street 


a 


FLOORING CO. 


ALABAMA Telephone 9-6147-8 
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BUILD A CEDAR 
CLOSE T WITH A 


with Cedar=-Lux 


.... BRUSHES ON 
JUST LIKE PAINT! 


CLOSETS @ DENS e STUDIOS 


CEDAR-LDX is the cedar lining you put on 
with a brush. Just mix with plain water. 
Dries three times as hard as plaster. Lasts a 
lifetime. Now any man or woman can cedar- 
ize ordinary closets, boxes, trunks, recrea- 
tion rooms, dens and rumpus rooms. 

Not a substitute for cedar! It’s the real thing! 
Specially prepared compound of genuine red 
cedar wood. Brush on or apply with trowel 
or spray. Re-surfaces walls sealing all cracks 
and crevices where moths could breed. Cedar-. 
Lux won't rub off on cloth- 
ing. One pound covers 10 to 
12 square feet. Light pink in 
color. Give your closets that 
clean, sweet, fresh, odor of 
the North woods. 


ORDER YOURS TODAY! 
DEALER INQUIRIES INVITED 


Write for the whole -_ 
about Cedar-Lux . . 


Ceder-hux 1443) 0/5 (14: 


barteeres Com beteving Contes Cotes 


703 MAIN ST. @ KANSAS CITY, MO. 
Canadian Office: 401 Somerset Bidg., Winnipeg 














WANTED 
YARD MANAGERS 





TO REMODEL 
20,000,000 HOMES 





MOST OWNERS HAVE SUB- 
STANTIAL EQUITY, CASH IN 
BANK AND ARE EASY TO 
FINANCE 





HELP — HELP 


Send photo and rough floor 
sketch for 


FREE 
SUGGESTIONS FOR 
REMODELING 


LUMBERMAN’S PLAN SERVICE 
120 Machin St. Peoria 5, Ill. 
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president of AMF, in charge of com- 
mercial research and development, 
Mr. Gott, in his new official capacity, 
will supervise the activities of three 
of American Machine and Foundry 
Company’s major subsidiaries. In ad- 
dition he will direct the operations of 
the company’s commercial research 
and development department, the 
Lowerator dispenser division, and the 
sales and distribution of AMF’s 
Wahlstrom tools and jet tobacco 
curer. Mr. Gott, who is 39, has been 
with AMF since his discharge from 
the Army in 1945 with the rank of 
colonel. 


Ziegenhein Promoted—In 
Charge of Russwin Sales 


William J. Ziegenhein has been pro- 
moted from general sales manager, 
Russell & Erwin Division of the 
American Hardware Corporation, to 
vice-president in charge of Russwin 
Sales. Mr. Ziegenhein is a native of 
Pittsburgh, having obtained his early 
hardware training with the Fort Pitt 
Hardware Company of that city, a 
wholesale and contract hardware dis- 
tributor of the corporation’s products, 
where he was employed between the 
years of 1927 and 1932. In 1932 he be- 
came associated with the Boye Needle 
Company of Chicago, a_ specialty 
manufacturer. In 1936 he joined the 
Russell & Erwin Division, being as- 
signed to the sales department at the 
home office. In 1938 he was placed 
in charge of the Estimating and Sales 
Promotion department. With the ad- 
vent of World War II, he was ap- 
pointed Munitions Manager in 1941 
with complete responsibility for all 
sales, negotiations, and production of 
all war contracts of the division. Dur- 
ing the present emergency he has 
again been assigned this responsibil- 
ity for the corporation. In Septem- 
ber, 1944, Mr. Ziegenhein was ap- 
pointed general sales manager of' the 
Russell & Erwin Division. 





WHAT'S YOUR ANSWER? 


(continued from page 24) 





manufacture of sliding door 
hardware? 

7—A Chicago retail dealer 
using television as an advertis- 
ing media has sold thousands of 
household items on several pro- 
grams at a special bargain 
price. What price did he fea- 
ture? 

8—What wallboard manufac- 
turer announces a new two-coat 
paint finish for one of its board 
products? 

9—What association offers 
dealers free of charge three new 
“Make-It-Yourself” pamphlets 
for distribution to customers? 

10—An aluminum building 
products manufacturer tells 
how a certain dealer increased 
sales on its line 40 percent in 
four years. What concern’s 
products was this? 


niture, 


Sargent and Company Names 
Duff New Vice-President 


J. Bryer Duff, general sales man- 
ager, has been elected vice- Presid: nt 
of Sargent and Company, C. F. Sar- 
gent, president, announced. Mr. Duit’s 
appointment highlights the expanded 
sales and advertising programs re- 
cently launched by the New Haven 
hardware firm. 

“Sargent’s improvement of piod- 
uct design and merchandising pro- 
cedures, one of the features of the 
company’s new operating policy, has 
resulted in substantially increased 
sales under Mr. Duff’s direction as 
general sales manager,” Mr. Sargent 
stated. “His appointment as vice- 
president will assure a continuation 
of those policies which have led to 
the highest production schedule in 
the history of the concern.” 

Mr. Duff is experienced in selling 
the full line of Sargent tools, locks 
and builders hardware, having joined 
the company’s sales force in 1923. He 
was assistant sales manager from 
1942 until he became general sales 
manager last year. 


GENERAL VIEW of the modern Kin- 
zua plant where the entire output is 
scientifically kiln dried direct from 
the saw. In the background at the 
right is the large Kinzua dry storage 
warehouse and alongside of it is the 
Kinzua factory where “Architect De- 
signed” frames, porch and lawn fur- 
tables, glued-up stock and 
numerous other specialties are pro- 
duced. 


Western Firm Elects Officers 
for Ensuing Year 


Kinzua is frequently. described as 
a product of “Old Timer” experience 
and younger-gerneration modern ideas. 
Behind the Kinzua operation is ex- 
perience dating back nearly 60 years. 
The older generation pioneered in 
Pennsylvania, the younger in Oregon. 
The older generations pioneered in 
building one of the first lumber mills, 
if not the first, without a lumber 
yard, and right from the start, it is 
reported that 100% of the Kina 
output was kiln dried direct from 
the saw, stored 100% under roof «ind 
loaded 100% under cover. 

Kinzua is still pioneering tow rd 
its goal of permanence of operat'on. 
Latest step has been the Kinzua Cer- 
tified Tree Farm. Under a program 
begun 15 years ago, Kinzua now as 
all of its privately-owned timberla ids 
under scientific forest management. 

At the annual meeting of stock- 
holders and directors of Kinzua Pine 
Mills Company held April 18 at he 
company’s office at Kinzua, Ore., «he 
following officers were elected to 
serve for the ensuing year: J. F. Ccle- 
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to ventilate sidewalls 
and prevent condensation 
and moisture blistering. 
The new LD” series Midget 
Louvers are especially 
designed for inside venti- 
lation or on the outside 
where structural charac- 
teristics shield the face of 
the Louver. from the 
elements. 


All-aluminum “Midget 
Louvers come in 5 conveni- 
ent sizes — 1,2", 242", 
3” and 4”. 
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“MIDGET” 


6-8 WALL. STREET «= 


LOUVER CO. 


NORWALK, CONNECTICUT 
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nd OWENS-CORNING FIBERGLAS CORPORATION 
| INSULATING WOOL 
( = light—easy to handle and apply 
1 epe ’ 
has resilient— doesn't pack down or settle 
aids Specify Insulite Insulating Wool with confidence. 
ii. 
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Pine DIVISION 
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Acle- NESOTA AND ONTARIO PAPER COMPANY, MINNEAPOLIS 
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Logged in 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past forty-two years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 





OAK - BEECH 
ASH + PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


Miller & Company, Ine. 


Hardwood & Yellow Pine Lumber 


SELMA, ALA. and JACKSON, 


na LD 9910 Phones 


TENN. 


n 23761 
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man, President; S. R. Dietrich, vice- 
president; V. F. Schultz, vice-presi- 
dent; J. D. Coleman, vice-president 
and general manager; C. C. Coleman, 
vice-president and logging manager, 
O. D. Baker, treasurer and assistant 
secretary; J. W. A. Luce, secretary; 
C. W. Johnson, assistant treasurer. 


COMPANIES ANNOUNCE 


G. L. Close has been appointed to 
the position of sales manager of 
Kinzua Pine Mills Company, succeed- 
ing G. O. Hays, resigned. Mr. Close 
has long been associated with the 
sales department of the Kinzua Pine 
Mills Company and is well qualified 
for the post he now holds. T. S. 
Turner will fill the position formerly 
held by Mr. Close. 


R. G. Garcia reports that since 
Olivia A. Garcia, Richard R. Garcia 
and Henry F. Garcia, daughter and 
sons, have been associated with him 
for the past two years in the com- 
pany’s importaing and_ exporting 
business, the firm R. G. Garcia will 
henceforth operate under the name 
R. G. Garcia Company, Laredo, Tex. 


OBITUARIES 


WILLIAM THOMAS WAMSLEY, 
63, manager of the Kansas City 
warehouse of the Wheeling (W. Va.) 
Corrugating Company, died May 24 
at his home in Kansas City. His sud- 
den death was the result of a cor- 
onary illness. Mr. Wamsley had been 
manager of the Wheeling Branch in 
Kansas City for 18 years. He began 
as a salesman out of the company’s 
St. Louis Warehouse in 1924 and be- 
came assistant manager in 1926. In 
1927 he was transferred to Kansas 
City as assistant manager. Mr. 
Wamsley succeeded the late Harry 
Morgan as manager in 1933. 


MacPHERSON THOMPSON 
passed away May 16. He lived in Ot- 
tawa, Kan., from 1880 until 1891 and 
attended the Lawrence (Kan.) Col- 
lege. In 1892 he moved to Girard, IIl., 
and entered the retail lumber busi- 
ness. Mr. Thompson was associated 
with the Corn Belt Lumber Company 
and later was in partnership with 
H. S. Hargrave of Hillsboro, IIl., as 
Hargrave-Thompson Lumber Com- 
pany. As such they owned several 
yards in Central Illinois—at Girard, 
Virden, Auburn, and Standard City. 
The partnership was dissolved in 1923 
and the yards sold. In 1925 Mr. 


Thompson joined E. A. Clarke of Gil- 


lespie, Ill., in opening a yard in 
Champaign, known as the Clarke- 
Thompson Lumber Company. Later, 
in 1932, Mr. Thompson bought out Mr. 
Clarke because of his ill health. His 
son, Clarence A. Thompson, became 
associated with his father in 1932. 
Mr. Mac Thompson was also inter- 
ested in yards in Macon and Mo- 
weaqua, Ill., and in December 1941 
started building a new yard in De- 
catur, Ill., known as the Thompson- 
Decatur Lumber Company. 


HARRY WARREN GRIFFIN, 
president of Taylor-Stiles & Co., died 
at his home April 21 in Riegelsville, 
N. J. Mr. Griffin joined Taylor-Stiles 
& Co. after graduating from Cornell 
University: in 1896 with an M.E. de- 
gree. He served as secretary and 
treasurer of the firm before becoming 
president in 1945. His life work was 
the development of the Taylor-Stiles 
line of industrial cutting machines 
and knives. 





SELLING BY TELEVISION 


(continued from page 59) 





long and a change of project is 
necessary to hold the audience. 

Four manufacturers of build- 
ing materials have cooperated 
in sponsoring the programs and 
others are anxious to. Projects 
started on one program may be 
completed the following Thurs- 


day. 

Both Goldberg and Copan 
feel that the straight Harvey 
commercials should be very 
much limited to hold audience 
attention. Therefore none of 
the three commercials run 
much over one minute. Need- 
less to say, Announcer Prentiss 
mentions: the Harvey name nu- 
merous times on the show 
while discussing projects with 
Dr. Fixum. 

Sunday from 10 to 2 in the 
afternoon is a big day at Har- 
vey’s. Store traffic runs be- 
tween 400 and 600 people most 
Sundays. Every customer en- 
tering the store is given a num- 
bered tag. He shops about the 





store at his leisure. Just as 
soon as a salesman is available, 
the customer’s number is an- 
nounced over a loud speaker 
system. Thus everyone ‘5s 
waited upon in turn, yet thie 
store and customer profit as 
the customer makes the most 
of free time for shopping. 

A store check by Harvey 
salesmen indicates that the ma- 
jority of viewers of the Har- 
vey T-V show are women (60% 
women, 40% men). There is 
often a television project, fre- 
quently a household hint, of 
particular interest to women. 
(Washing windows, wash the 
inside vertically and the out- 
side horizontally, to locate a 
streak.) Harvey salesmen make 
it a practice to ask each cus- 
tomer buying a television bar- 
gain item if he watched the 
television show. Sales of there 
bargain items carry over until 
the next program in consider- 
able volume; they remain on 
sale as long as the quantity 
lasts. Most people coming into 
the store to pick up the tele- 
vision bargain also buy other 
things as they shop the two 
floors and basement at Har- 
vey’s, all filled with scores of 
consumer items. 

A lunch room is located on 
the second floor where coffee 
and light refreshments are 
served free of charge to Sun- 
day customers. There is a con- 
tinuous showing of movies on 
building materials and _ con- 
struction methods. Nearby, on 
the same floor, Dr. Fixum 
seated at a table on a slightly 
raised platform, answers ques- 
tions at his weekly household 
“Clinic.” 

Thus Harvey’s _ television 
show is carried to its logical 
conclusion—point-of-sale in the 
store. 
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Specializing in 





Phones: 5-2379—5-5141 


SCHAECHER-KUX LUMBER CO. 


Distributors of Forest Products 
P. O. Box 1215, EUGENE, OREGON 


CEDAR SIDING, BOAT CEDAR 
K.D. DOUGLAS FIR, FIR PLYWOOD 
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AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


y\V) 7 Sg $30 to $50 A -MONSH 
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30 Days Free Trial 


ORDER NOW OR SEND FOR 
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RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


idaho White Pine Ponderosa Pine 





White Fir 
Cedar 



























e substantial cash dividends 

e trained engineers 

e more than 80 branch claim offices in U. S. 
and Canada 








Lumbermens |W GU) UY 


Operating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 
James S. Kemper, chairman H.G. Kemper, president ¢ Mutual Insurence Building, Chicago 40 








CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 
The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 














‘HEATHER BRAND 
OAK FLOORING 


IN MIXED CARS WITH 
KILN DRIED—YELLOW PINE 


Finish, Boards, Dimension, 
Ceiling, Siding 


MIXED CARS A SPECIALTY 


SCOTCH LUMBER CO., 


\, FULTON ALABAMA , 








BUILDING Propucts MERCHANDISER 
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EXTERIOR and 
INTERIOR 


SOUNDBIL 


DOUGLAS FIR PLYWOOD 











SOUNDLY MANUFACTURED HOT PRESS PLYWOOD 


The illustration shows workers loading the hot press in the 
Puget Sound plant. Moisture-resistant “hot press" Exterior 
Douglas Fir Plywood is a specialty with us. 

"Soundbilt" Plywood is as carefully manufactured as any ply- 
wood can be. Every step in the manufacturing process is in 
accordance with the latest accepted principles. Supervision is 
close and systematic. 

Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


Pucet Sounp PLywoop, [INc. 


Tacoma 2, Washington 





NORTHERN 
WHITE PINE 


NORWAY 
















RAINY LAKE LUMBER CO. Ltd. 


Seies Office 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Oaf. 








HAVE YOU INVESTIGATED THIS 
BOOKKEEPING IDEA? 

(continued from page 80) 
signal system is provided for 
showing accounts past due by 
months and the collection let- 
ters which have been sent. It 
is very easy for the office man- 
ager or owner to check these 
past due accounts in the tray 
or the clerk can list them on 
an ordinary work sheet show- 
ing amounts past due for 30, 
60 or 90 days. Such a list 
placed: on the manager’s desk 
at the end of each month makes 
personal supervision of past 
due accounts an easy task. 

The whole idea is so simple 
that it makes one wonder why 
it was not thought of years ago. 
Anyone can be taught to enter 
sales under Charges and pay- 
ments under Credits. The 
mathematical proof of the en- 
tries is simple arithmetic, add- 
ing and subtracting. All that 
is required to have accurate 
records is a little care. 

The Multi- Record Account- 
ing Board is a little more elabo- 
rate, but is based on the same 
principle of form alignment. 
It has several advantages over 


the board previously described. 
The Multi-Record Accounting 
Board is equipped with remov- 
able peg rails which fit into 
channels in the board itself. 
The rails can be moved up and 
down in their channels and 
“click” into alignment. By the 
use of three separate rails, the 
different forms can be moved 
independently of each other, 
lines skipped for subtotals on 
the journal, or all the forms 
moved up to the middle of the 
board for more comfortable 
writing. 

By utilizing extra rails, any 
helper can spread forms such 
as pay checks, compensation 
records, or receipts while the 
operator is using the board. 
Extra rails, supplied sepa- 
rately, often eliminate the need 
for a second board. 


A third very usual applica- 
tion of writing board _ tech- 
niques is an Accounts Payable 
system. The journal used is 
the invoice or purchase jour- 
nal. The check is aligned with 
the check record, ready for the 
completion of the remittance 
advice showing the total 
amount of the invoices, the dis- 





count or deductions, and the 
net amount to be paid. 

One of the unique features 
of this accounts payable sys- 
tem which will appeal to both 
bookkeepers and accountants is 
the unlimited distribution or 
analysis of accounts provided 
by the use of unit distribution 
tickets on the right hand rail. 
Each time an entry is made on 
the invoice record (and some- 
times the check record) the 
amount must be charged to in- 
dividual accounts such as in- 
ventory and expense accounts. 





Answers to "What's Your 
Answer?" 


1—Less; 20,000 units. Page 12. 

2—National Gypsum Co. Page 48. 

3—Multiple record writing board. 
Page 78. P 

4—Walnut, mahogany, oak and birch. 
Advertiser: The Mengel Co. Page 
54. 

5—Florida; 320 new accounts. Page 
60. 

6—J. G. McKenna, Inc. Page 15. 

7—99c. Page 57. 

8—Armstrong Cork Co. Page 26. 

9—Southern Pine Association. Page 
86. 

10—Reynolds Metals Co. Pages 30-31. 














Low freight rate 


The SLIDE-A-FOLD 


Disappearing Attic Stairway 


A handy, practical and LOW COST 
way to reach the valuable storage 
space of the attic. 
COMPLETELY ASSEMBLED 
EASY TO INSTALL 
LOOKS GOOD 
SUPERIOR CONSTRUCTION 
REQUIRES SMALL SPACE 


LOW IN COST! 


Shipping weight 65 lbs. 
CRAIG WOOD PRODUCTS COMPANY 


Brennan Road, Columbus, Georgia 
















SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 


Timesaver for anyone in the building trades 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 





















Nationally advertised to building 
trades workmen. Order from your 
distributor, or direct, if he cannot 
supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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“Hello! Acme Lumber Co.? UT need 
some more tching plaster—my wife 


_lust hit the ceil ng again!" 


lee ee eee ee 





IF YOU read this cartoon, 
— you can be sure YOUR cus- 
tomers will read it too if it 
appears in YOUR newspaper 
advertisements. 
"'Timber-r-r" 


yaaa prepared especially for Lum- 
aad ber Yard advertising. Mats 
Ss) ; of 104 cartoons now ready 
G in | and 2 column sizes. 
| Res Fikes Write to 
| iA ee 
RN LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 





These 
cartoons were 












Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Dlinois 





RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


For the first time a simple and easy to understand 24-page 
commercial hardwood identification chart is available fo: 
both the expert and beginner. This chart places similar 
woods and their features side by side and plainly point: 
out differences which separate one from another. 


Covers 28 most important hardwoods — makes visual wood 
identification accurate and easy with just the naked eye 
and a hand lens. A simple, workable, one-source reference 
for only $1.00. Copies will be mailed approximately Octo 
ber Ist. Send your order to: 
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KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 













"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS. 



















"Is it as Good as ort 3?” 


ALIFORNIA 


SUGAR & WESTERN 


: ~~. PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
rt SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
oh ee = Shop 


California Ponderosa Pine 
Mouldings and Cut Stock 


Pine Spec: falists # 
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DEPENDABLE 
WHOLESALE 
SERVICE 












INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 





“tn the Heart of 
The Deep South” 






An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


C.E.| KLUMB 
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see page 387 in the | 
1951,DEALER PRODUCTS FILE | 
HOW TO MAKE 


With all costs up, customers 
must stretch their buying dol- 


' 
CUSTOMERS lars. Page 387 in the 1951 
FLOORING $ DEALER PRODUCTS FILE 
GO FARTHER shows how on flooring. It sug- 


gests Horner Northern Michi- 
gan Hard Maple grades, widths, and thicknesses that 
meet customers’ needs at lowest cost. 


Turn to page 387 in the FILE now. Mark it for quick 
selling aid reference. It'll help you to get business on 
office, residential, and industrial flooring — on HORNER 
ot — OS durable Northern Michigan Hard 


r | 


Send your orders NOW for early delivery! If you 
need extra copies of our stock and price list, wire or 
write us today! 


HORNER FLOORING COMPANY 


215 Maple Ave. Dollar Bay, Mich. 
the oldest 


HORNER sts.cr 


Hardwood Flooring 
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A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 
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HILL-BEHAN 


LUMBER CO. 


5601 Elston Avenue 
CHICAGO 30, ILLINOIS 
ROdney 3-4160 « Teletype CC-1464 


6515 Page Avenue 


ST. LOUIS 14, MISSOURI > 
DElmar i111 


















Classified 
Advertising 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field 

All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 


No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge $2 
Rates: 
1 Time —10c per word for each insertion. 


Minimum charge of 50c per line. 

3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 

6 Times — 8c per word for each insertion. 
inimum charge of 40c per line. 

26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 


For advertisements bearing box number count * 


five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 








Well financed lumber company in central 
Indiana operating on the Guild plan of pack- 
age selling, wishes to employ manager of 
building department. Applicant must be 30 to 
45 years old, well trained in lumber busin 





HELP WANTED 


First-class lumber and building supply sales- 
man; prefer man experienced in selling house 
patterns; permanent work with od oppor- 
tunity for advancement with W. Va.’s fastest 
gomee retail and wholesale lumber yard. 

ome dations, if necessary. arranged 
for right party. 

ROY WEST & CO., Riverview, W. Va. 











Opportunity for millwork foreman, furniture 
experience preferred. Will be required to 
operate ‘mill room and do estimating. Good 
opportunity. Apply: Willow Glen Millwork & 
Supply Co., Skaneateles, New York. 


SITUATIONS WANTED 


Position wanted as manager of a progressive 
retail building material organization. I will 
fully organize, reorganize or take complete 
charge of such an establishment. I will bear 
the most rigid investigation as to capabilities 
and character, and can furnish the highest 
type of references, 32 years of age, available 
immediately. Address Box M-28, American 
Lumberman, Inc. 











Special Millwork 
Long experience estimating, detailing. Twenty 
years present place, want to change. Con- 
sider any location. Can take charge. Capable 
of running mill. Address Box M-38, American 
Lumberman, Inc. 





MANAGER—SUPERINTENDENT 
Desires connection in Spanish speaking coun- 
try. Have supervised dismantling, rebuild- 
ing and operating logging and manufacturing 
employing 500 men. Have worked and under- 
stand Mexican labor. Prefer working interest 
as part salary. No military status. Wife 
only. Both best health. Address Box M-39, 
American Lumberman, Inc. 





Must have knowledge of the building business 
and be able to plan homes, floor plan layout. 
Remuneration fair to both parties. Address 
Box L-51, American Lumberman, Inc. 





Wanted — Experienced millwork detailer and 
biller for old established Minnesota Millwork 
Company. Steady work and fine epportunity 
for advancement. State qualifications and 
salary in your application which will be kept 
confidential. Address Box L-52, American Lum- 
berman, Inc. 





Bookkeeper who can within a few years take 
the place of retiring officer. Must have some 
capital to invest. Sales $750,000. Trade reaches 
nang » Address Box L-55, American Lumber- 
man, Inc. 





Manager for retail Lumber Yard with small 
mill. Must be able to prepare estimates, 
some detailing and billing, handle men and 
capable of carrying responsibility. Salary 
plus % of profits. Give full details of back- 
ground and experience when applying. Ad- 
dress Box M-36, American Lumberman, Inc. 





BUSINESS WANTED 


WANTED TO BUY 

Retail Lumber Yard and Building Supplies 
Business with good sales volume. Have am- 
ple cash to invest. Can give excellent bank, 
trade and character references. Give full 
particulars which will be held strictly con- 
fidential. Write P. O. Box 1138, Dania, 
Florida. 


WANTED TO BUY: Established Sawmill in 
operation around Lewiston or Portland, Maine. 
Write particulars to Box M-40, American Lum- 
berman, Inc. 


USED MACHINERY WANTED 


WANTED—Wood Hogger, State make and 
size. Semling & Menke, Merrill, Wisconsin. 


WANTED 
54° Right Hand Band Mill. Address with 
full particulars and price, Box 590, Weston, 
a. 




















Wanted: Experienced lumberman with cus- 
tomer following, retail lumber and millwork 
business. Opportunity for future manager- 
ship. Must have good personality and ex- 
ecutive ability for fast growing Chicago 
Lumber Yard. Address Box M-37, American 
Lumberman, Inc. 





EXCELLENT POSITION OPEN FOR POND. 
PINE Lumber Grader, Preferably Certified. 
TRANSIT REMANUFACTURING CORP. 

; P. O. Box 1694 
Albuquerque, New Mexico 





SALESMAN WANTED 

Western Michigan territory, by large manu- 
facturer West Coast and Southern lumber. 
Liberal monthly salary and expenses plus 
profit-sharing basis. Only capable experi- 
enced man under 50 need apply. Excellent 
opportunity. Address Box M-46, American 
Lumberman, Inc. 





: WANTED 
Experienced hardwood lumber salesman for 
Grand Rapids territory by large manufacturer 
Southern and Appalachian hardwoods. Sal- 
ary and bonus basis. Excellent ovportunity. 
Supervised by Chicago Office. Address Box 
-47, American Lumberman, Inc. 


LUMBERMAN,. experienced in sales to con- 
tractors and industrials. Chicago. Perma- 
nent. Old established yard. Excellent oppor- 
tunity capable man. Address Box -45, 





American Lumberman, Inc. 
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BUSINESS OPPORTUNITIES 





SAW MILL FOR SALE 


location — Quebec Province. 
Capacity 5,000,000 


Special products. In- 


Central 
New band mill. 
FBM per year. 
teresting, unusual, profitable propo- 


sition. All electric. Ample log supply. 





going concern. Box L-62, American 
Lumberman, Inc. 
FOR SALE 


Modern Electric Sawmill with Timber 


Copentty 75M feet per 8-hour shift, complete 
with modern planer, dry kilns, remanufactur- 
a plant, sheds, etc., on R.R. siding. 80/100 
million feet timber supply, 40% Ponderosa 
and Sugar Pine, balance Douglas Fir. Stra- 
tegic Oregon Rail location. Principals only. 
Further information on Sugteution. Address 
Box M-20, American Lumberman, 139 No. 
Clark St., Chicago 2, Ill. 


WANTED TO BUY— 
MISCELLANEOUS 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo, 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 








June 2, 1951, AMERICAN LUMBERMAN & 


TIMBER & TIMBERLAND 
FOR SALE 








For Sale: A section of land in Marquctte 
County, Michigan. Well timbered. Frontage 
on three lakes, streams, roads and two camps. 
Address Box L-57, American Lumberman, Inc. 


MISCELLANEOUS—FOR SALE 











Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 
prompt delivery. M. Mosedale Co., St. 
Charles, IIl. 








CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





SAVE your advertising dollars by using ‘‘Tim- 
ber-r-r’’ cartoons in your newspaper ads. Mats 
of 104 cartoons on Building subjects now 
ready in 1 or 2 column sizes. Write to LIL-AD 
FEATURES. RFD 3, Box 150, Santa Ana. 
California. 








RELAYING RAIL 
For Dry Kilns 


or 
All track requirements 


MIDWEST STEEL CORPORATION 
Charleston 21, W. Va. 


LUMBER & DIMENSION 
FOR SALE 



















LUMBER FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 
Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 


















Car SHIM—MOULDING—CRATING sstock $71 
MSM KD DF S2S RW RL Approx. 70% uppers. 
20M’ 9/16’° net—30M’ 7/16’ net. 


SPRUCE BEVEL SIDING 1/, x 6 Resawn KD 
Heavy B 30/40M MSM $110 Willapa Stock— 
Fill car from 2 x 4 rl AD 12 mo. C&Btr. DF 
S4S 15M’ 2 x 4/10 rw 8/16’ KD S2S DF D&Bt:. 
7M’—Prices F.O.B. our yard—orders subject 
our acceptance. SOUTHERN LUMBER COM- 
rears. 1402 South First Street, San Jose, Cali- 
ornia. 

















NORTHERN PINE FOR SALE . 
&2 





1x6 
Fe | 
1x6 





rds 
& 2x 88, 10 & 12’. ; 
Il dry — Have planing mill and can hip 
promptly. We solicit your inquiries. 
W. T. BAILEY LUMBER CO. 
Virginia, Minnesota 















Fir K. D. Industrial Clears, all 
sizes from our plant. Your inquiries 
answered promptly. 

Al Clements Lumber Co. 

PO Box 908 
Eugene, Oregon 







Phone 5-3317 TWX EG 043 
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LUMBER & DIMENSION 
FOR SALE 


THOROUGHLY DRY OAK FOR SALE 
10 cars 8/4 3B and better rough oak. 
Can dress to your specifications. 
Will run een 1/3 3B. 1/3 3A and 
1/3 No. 2 Common, 
Ca: ship straight car of 2x4, 2x6, 2x8 or 2x10. 
GRAYSON LUMBER COMPANY 
P. D. Box 1311 Phone 9-1131 
Birmingham, Ala. 








K. D. REDWOOD SHOP 
4/4 x R/W — R/L Rgh. or S2S 
5/4 x R/W — R/L Rgh. or S2S 
8/4 x R/W — R/L Rgh. or S2S 
Shpts: C/L; Pool: &/or Truck. 
Adcress Box M-48, American Lumberman, Inc. 





For Sale 


UPPER GRADE MEXICAN 
PONDEROSA PINE LUMBER 


Wholesale only for delivery trailer truck or 
shipments by rail from Texas land ports. 


R. G. GARCIA COMPANY 
Seupestons — Exporters 
309 Sames-Moore Bldg., Laredo, Texas” 


‘ket. 1115 13th St., Paso Robles, 


BUSINESSES FOR SALE 





USED MACHINERY FOR SALE 





One circular sawmill with slab resaw, slash- 
ers, edgers, and trimmers complete. eee 
40,000 per day. In operation with severa 
acres of standing timber. Retail yard, planing 
and box mill in connection. ill sell at a 
gy = Write Box K-36, American Lumber- 
man, Inc. 





For Sale: Good profit paying lumber yard in 
central California coast town at Cayucos, 
California, in San Luis Obispo County. Fast 
Growing Trading area. Is beach outlet for 
San ar Valley, Fresno to Bakersfield 
area. Sales average $150,000 a year, three 
to four men can handle. Yard is operating 
with well balancéd stock of lumber and 
building material and a good crew. Fixed 
assets $27,425—Inventory approximately $30,- 
000. Includes 10—50’x150’ lots and good 
buildings. Details on request. Builders Mar- 
California. 
Phone 277. 





Retail Lumber Yard. Building supplies. Fast 
growing city in Western State. Sales $185,000 
year. Can be substantially increased with 
closer supervision. Yard established in 1888. 
Present owner over 25 years. Good location— 
spur in yard and on right of way. Owner 
wishes to retire. Address Box M-43, American 
Lumberman, Inc. 





CUTTING ORDERS WANTED 

500,000 ft. Southern Illinois Elm, locust, gum, 
sycamore and cottonwood No. 2 Btr. 
500,000 ft. Ill. & Ind. Oak and Mixed Hard- 
wood car stakes and loading timbers 4x4 up 
to 12x12 in. 
400,000 ft. Oak and Ash from Virgin Timber 
in Northern Illinois. 
3000 Pcs. Oak Piling 30 to 40 ft. NW. Ind. 

JOHN BRENNAN 6& CO., 5859 Ogden Ave. 

Chicago, Illinois 





K. D. Redwood PICKETS 
Gothic Shaped — 20 Pcs Bdl. 
13.1M Pes — 1x2’’ — 3’0" 
11.6M Pes — 1x2’° — 4'0" 
10.0M Pcs — 1x3’’ — 3'0"’ 
7.5M Pes — 1x3’° — 4’0’’ 

ELMER WEBER LUMBER 

RFD No. 4, Vassar, Mich. 

Phone: Reese 3177 


BUSINESSES FOR SALE 








For Sale: Yard 40 miles north of Detroit in 
Etre farming community. New two stor 
rick building (66x40) with adjoining she 
—. Address Box L-59, American Lumber- 
man, Inc. 





For Sale: Profitable Lumber and Builders 
Supply Yard. In Central Indiana. Rich farm- 
ing community, paved roads, main line rail- 
road. Well balanced stock of merchandise. 
New Metal clad lumber shed, 56x136 feet. 
New truck. Dewalt and other shop equip- 
ment. Has shown good net profit each year 
under present ownership. Approximately $33- 
35.000 for everything. Owner wishes to 
tetire. Address Box M-4l, American Lumber- 
man, Inc. 





Lumber and Building Supplies in fast growing 
South Arkansas Town. Yard established over 

years. iremtory ne ne By gg pe 
Equipment $5,000.00, Sales $225,000.00, Long 
‘ease on well located property. modern Build- 


ing. Address Box L-58, American Lumberman, 
inc, 





A going retail business for sale in the City 
of Flint. Doing one-half million dollars per 
ear. Good location, everything under cover. 
tame and planing mill.in connection. Write 
Box K-35, American Lumberman, Inc. 


—. 





Texas Gulf Coast Opportunity 

Owner of two old established profitable re- 
tail yards will sell one to devote 100% time 
to other. Booming county seat town, 6500, 
located center of rich and prosperous trade 
territory consisting of oil, gas, ranching. and 
diversified farming activity. Buildings, equip- 
Ment and real estate 17,500. Inventory about 
S. 00. Nice volume with good net, wonder- 
re opportunity to expand business. This ideal 
‘or addition to line yard or for operation by 
individual. Half block off main street, best 
Cation in town, priced below replacement 
cost of buildings and less than going price 
% real estate. Bonafide buyers only with 
Capitcl. Please write Box M-34, “American 
umberman, Inc. 


Bui.ptnc Propucts MERCHANDISER 


South Florida retail lumber yard in thriving 
—— town. Present chain operator grosses 
$200,000. Can be substantially increased with 
closer supervision. For details concerning 
this prosperous operation, call or write: 
Jack K. Thomas, Associate 
OSCAR E. DOOLY 
Investment Consultants and Realtors 
616 Ingraham Building, Miami 32, Fla. 
hone—3-6271 





PROMPT SHIPMENT 





PROMPT SHIPMENT 
Building Paper (36’’-500 sq. it.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 





USED MACHINERY FOR SALE 


FOR SALE—Allis Chalmers W. K. Crawler 
Tractor, wide tread and grousers, gasoline 
powered Carco Winch attached. Very good 
condition. SCHNABEL LUMBER CO., Cuya- 
hoga Falls, Ohio. j 


DRY KILN TRUCKS, any length. with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way. Alliance. Ohio. 


LOGGING TRACTORS & DOZERS 
International TD6 with Carco Winch. 
Caterpillar *‘30°’ with winch. 
International TD9 with Carco Winch. 
International TD35 with Carco Winch. 
D6 Caterpillar with winch. 

D4 Caterpillar with dozer. 

Allis-Chalmers HD7 with angledozer. 
International TD18 with angledozer. 
International TD ‘**40°° wth angledozer. 

All rebuilt and ready for work. Low prices. 

O. C. Evans—Mt. Sterling, Ky. 














1—15’" x 4° Combination Planer Matcher and 
Resaw fully motorized; variable feed com- 
plete with heads. Condition excellent. Quirk 
Crate & Cabinet Co., Cudahy, Wis. 





FOR SALE—Pole Trailer, adjustable tongue, 
mounted Sth wheel, vacuum brakes 825x20 
10 ply dual tires, 5th wheel included. Very 
good condition. SCHNABEL LUMBER CO., 
Cuyahoga Falls, Ohio. 


ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
pert Repair service. Send us your inquiries. 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 








1—10"° No. 133BM Woods Moulder Complete 
with Freauency Charger. 

1—No. 52 Allen-Curtis Charger. 

1—Roots Blower, 17 Cu. Ft. per Revolution, 
Capable of 6 Lb. Pressure. 

3—Model *‘B’’ Clark Platform Lift Trucks, Gas 
Driven. 

3—Model 12 Ross Carriers, on Solid Tires. 

1—No. 282 Yates Band Rip Saw. 42’ Diam- 
eter Wheel using 4 or 5” blades. Plain 
bearings, Belt Driven. 

1—16’ Diameter Dust Collector. 

250 Ft. of 23° 18 Gauge Blow Pipe—Excellent 

Condition. 

500 Ft. of 11° High Pressure Blower Pipe— 

Good Condition. Crosby Forest Products Co., 

Picayune, Mississippi. 





For Sale Cheap 
1 New No. X-13 8” Jointer complete with all 
std. oa. Fitted with 11/,"° H.P., 3 Ph., 60 
cy., v., open motor mounted on base and 
direct connected to cutter head by flexible 
coupling, wired to magnetic switch. D. KATZ 
& SONS. INC., Stroudsburg, Pa. 


FOR SALE—1 Shavings Baler & Motor. For 
immediate ———. Address Box M-42, Ameri- 
can Lumberman, Inc. 


MOULDER. MATTISON MODEL 221, 6 inch 
electric. Jakobe Lumber Co., Mankato, Minn. 











For Sale: 1 Steam Engine, Vitter Mig. Co., 
Milwaukee, Wis., Rolling Mill Type Corliss 
horizontal Simplex Steam Engine. 20° cyl., 
42"’ stroke. Serial No. 124753. Heavy duty. 
350 H.P. (90-120 RPM, now set at 96). Direct 
shaft drive. Fly-ball governor-outboard bear- 
ing, with 1-14’ dia. x 46° and 1-10’ dia. x 18’’ 
flywheel and necessa belting. Interested 
arties write Box M-44, American Lumberman, 
nc. 





EQUIPMENT FOR SALE 

We are authorized by Wickes Brothers to 
offer for sale in the South famous Wickes 
oe built gangs, manufactured for over 
0 years. Wickes gangs produce absolutel 
accurate lumber at lower cost per thousan 
than any other known method. Can fumish 
from factory complete equipment for new 
band and circular mill plants. 

New 54”, 6’, 7’ and 8’ band mills and car- 


riages. 
Used 6’ band mill plants. 

Can furnish new top wheels for band mills. 
Used complete 9’, 14° band mill plant with 
8’ 12° band resaw. Excellent condition. 
New Diamond hogs; new filing room machin- 

ery. 

Several used planers, matchers, surfacers, 
moulders, timber sizers and band resaws. 
New Spee-D-Twin engine feeds and boom 

swingers. 
Several good used steam engines. Send for 


list. 
IN DERMOTT WAREHOUSES 


New Moore Dry Kiln trucks in carload lots, 
or any quantity, at factory prices. 

New Montague 16’ multiple saw trimmer. 
Excellent stock new Disston Philbrick planer 
heads. 

New No. H-78 metamal riveted chain. 

New and used pulleys, bearings, couplings 
and belting. ‘3 

Many other items of new and used machinery 


and supplies. 
WANTED 
We have several inquiries for 6’ band mill 
plants for dismantling and rebuilding at 
other points. We also have several in- 
quiries for band mill plants with timber and 
other facilities for operation in present loca- 
tion—if ample timber available. 
INDUSTRIAL MACHINERY COMPANY 
DERMOTT, ARKANSAS 


FORK LIFT TRUCKS 
1—Ross, Model 12 HT, 18,000 lbs. capacity, 
17\/, ft. lift, hydraulic steering, hydraulic 
brakes, equipped with side shifter, new in 
1949, price $6900.00. 
1—Ross. Model 15 HT, 15,000 lbs. capacity 
15 ft. lift, hydraulic mooring. hydraulic 
brakes, new in 1947, price $5500.00. 
1—Hyster. Model RT 150, 15,000 lbs. capacity, 
V2 ft. lift, hydraulic nag ‘ped 
brakes, new in 1948, price $5300.00. 
1—10,000-lb. Ross. 14 ft. lift, Model 18 HT, 
new in 1947, price $4900.00. 
We have the largest amount of pneumatic- 
tired fork lift trucks in the United States. All 
equipment guaranteed for sixty days against 
mechanical defects. We will take trades, or 
sell on time payments. 
HARVARD EQUIPMENT CO., INC. 
291 Cambridge Street 
Allston 34, Mass. STadium 2-0826 
Distributors for Gerlinger trucks and carriers. 
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TO BUILDERS 
PRAISE the Beauty 
















USE OUR 
MIXED CAR 
SERVICE 























W. T. SMITBUU 


CHAPMAN ALABAMA 





67 YEARS OF MANUFACTURING YELLOW PINE AND HARDWOODS 















Reduce Delivery Costs 
and Speed up Deliveries 
with 


ROLL-OFF 
TRUCK BODY 








SINCE 1918 


Are Bettas 


Unload a Load 
at a time og 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 






















The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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